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Where Will We Get Our Leather ? 
—And How ? 


[Mr. Moffatt, president of the 
Tanners’ Council, in this excerpt 
from his remarks before the National 
Boot and Shoe Manufacturers Asso- 
ciation’s convention this week, has 
given an authoritative concise, clear 
and understandable picture of the 
leather situation at present — the 
Editor.] 


URING the past five years 
D the tanners have had to think 
more internationally than 
ever before, and we have equipped 
ourselves with machinery that in 
simple fashion gives us that 
international viewpoint with 
information that is free from 
bias and, so far as we can tell, 
accurate. To put it briefly, 
world stocks of leather of all 
kinds which might form res- 
ervoirs upon which leather 
consumers might draw are 
now exhausted, and world 
consumption depends now 
upon world production of 
leather. In other words, the 
position of the United States 
is reflected accurately’ in 
every other leather and shoe 
producing country whose sta- 
tistics may be had. 
Specifically, in the United 
States, to care for your in- 
creased production of shoes, 
which is about 9 per cent 
more than the prior five-year 
average, you have consumed 








By Fraser M. Moffatt 


more cattle hides. Your consump- 
tion of calf leather, kid leather and 
sheep and lamb leather also shows 
substantial increase in each instance. 
Mark you, I am speaking now as of 
Jan. 1, and such figures as have not 
been finally computed have been sub- 
ject to analysis in my office which I 
am satisfied is accurate. Stocks of 
leather of all kinds have decreased 
during the same period in percent- 
ages ranging from 32 per cent in the 
case of sole leather to 10 per cent 
in other lines. In many instances 
stocks of leather are at their lowest 


record point. In sole leather, in 
which you are all interested and 
which is particularly vital because 
of the long time necessary to pro- 
duce it, there is today practically no 
visible supply unsold. My reason 
for stating this fact in this way is 
that most tanners have orders ahead 
for at least thirty days, and with a 
visible supply which will be shown 
on the first of January as approxi- 
mately 1,700,000 sides, correspond- 
ing to a little more than a month’s 
normal consumption, you can easily 
see the reason for my statement. 

Those countries which were 








Anyway, he’s making the best of it 


large reservoirs of the tan- 
ner for his raw material have 
become, in their turn, con- 
sumers of the raw material. 
That is the great economic 
fact that was cited at the 
Geneva Conference by one of 
the ablest of English econo- 
mists, Sir Alfred Salter, and 
that is an important fact 
which you know as shoe man- 
ufacturers, in which your 
customers and their custom- 
ers must reckon with. It is 
one of those far-reaching 
consequences which we now, 
ten years after the close of 
the war, are beginning to see 
apparent. 

Our raw material market 
was quick to respond to the 
situation outlined above. 
Rises from the low point of a 


[CONTINUED ON PAGE 45] 
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Manufacturers Step Into New Era 


Highlights of National Boot and Shoe Manufacturers Associ- 
ation Convention, Hotel Astor, New York, 
January 17 and 18 


> 
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ROUNDWORK for expansion 
G and reorganization of the Na- 

tional Boot and Shoe Manu- 
facturers’ Association was laid at 
the twenty-fourth annual convention 
of the association in New York this 
week. Acting upon a suggestion of 
President Henry W. Cook, embodied 
in his annual address, the associa- 
tion vested the Board of Directors 
with the power of appointing a com- 
mittee of five to make a survey of 
the situation, to employ an expert to 
investigate the activities of other 
trade associations and to adopt new 
policies that will greatly augment 
the value of the shoe association to 
the industry. 

Along this same line at the open- 
ing session a measure was unani- 
mously adopted changing the sched- 
ule of dues to provide the association 
with an annual revenue of approxi- 
mately $50,000 with which to carry 
on the augmented activities. Under 
the new schedule of dues, proposed 
by the budget committee headed by 
Raymond P. Morse, beginning July, 
1928, manufacturers with an annual 
business of $500,000 or less will pay 
$50 a year; from $500,000 to $1,- 
000,000, $100 a year; from $1,000,- 
000 to $2,000,000, $200 a year; from 
$2,030,000 to $3,000,000, $300 a year; 
from $3,000,000 to $4,000,000, $400; 
and over $4,000,000, $500 a year. 

Suggestions for broadening the ac- 
tivities of the association and for its 
reorganization were made by Mr. 
Cook as follows: 

“As a result of having been your 


@ Plans made for expansion of association with greatly increased 


activities under “Cook” plan. 


@ Hudson says distribution bigger problem than production. 


@ Geuting and Cook propose council of all factors in shoe trade. 


Q Irrigation over imports, real effort to stimulate exports. 


@ Judge Grossman says arbitration is practical and economic 


idealism. 


@ Banquet greatest social gathering in history of the trade. 


president the past year, I have some 
very definite impressions as to the 
future of our association, and at the 
risk of seeming over-ambitious or 
radical, if you will, I feel strongly 
that we have outlived our usefulness 
along old lines and methods of pro- 
cedure and, frankly, in our accom- 
plishment. 

“I feel keenly that we should take 
steps to make a careful study of the 
possibilities for a change, intended 
for the greatest good of our mem- 
bers, through a well thought out 
plan of reorganization and the adop- 
tion of a program intended to deter- 
mine, control and direct our future 
activities. 

“In the past we have been pri- 
marily a defensive organization, 
with very little thought or effort 
given to constructive work, with the 
view to taking the initiative in new 
practices or the revision of old, for a 
greater accomplishment of the asso- 
ciation, and a greater respect and 
better acceptance on the part of 
other trade associations. 

“We have no machinery set up for 
close cooperation with the tanner, 
nor with the retailer, two active, in- 


fluential organizations that one 
might almost say dominate, in any 
event greatly influence their 


branches of our industry. 

“Would it not be well tc have a 
Congress of shoe and leather men in 
which would sit delegates from the 
various organizations in our indus- 
try? The object of the activities of 
such a Congress, if you will, to be 


the betterment of our industry along 
any lines and in any fields. There 
are many opportunities to which the 
time and study of such a group could 
be given to excellent advantage. In 
other words, let’s not try to go it 
alone; let’s seek the closest coopera- 
tion in a spirit of helpfulness each 
to the other for the benefit of every- 
one concerned. I feel certain that 
the value of such an organization to 
the industry, as a whole, is too self- 
evident to need any elaboration on 
my part. . 

“Frankly, we, as an association, 
are doing very little that is really 
constructive. There are many lines 
of activities to which we should be 
devoting serious attention and which 
would promote the advancement of 
our end of the industry. What prog- 
ress is being made in the shoe in- 
dustry is due to individual efforts 
alone. In this we are far behind 
other trade associations, many of 
them much younger than ourselves. 

“T feel that we should have trained 
minds at work studying the various 
problems of our industry, experts, if 
you will, analyzing and working out 
modern and efficient methods of do- 
ing business. Membership in this 
association can be made to be worth 
many times our dues in actual value 
received by its members. 

“For your consideration I recom- 
mend the appointment by the board 
of directors of a carefully chosen 
committee of five, such committee to 
be authorized to secure the best ex- 
pert available, to study the activities 
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of other trade associations and, to- 
gether with the committee, draw up 
a comprehensive and definite plan 
for ours. The plan, when ready, to 
be submitted to our directors and 
they be empowered through your 
resolution to accept or reject, and if 
accepted, the plan to be put in opera- 
tion as soon as seems a desirable and 
favorable time in the present year. 

“With this in mind and as a tenta- 
tive program for our association to 
adopt as a guide to this committee 
and its expert, I suggest the follow- 


ing: 
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OBJECTS OF OUR ASSOCIATION 


“1—Analysis of statistics of the 
shoe industry with deductions 
as to their bearing on the 
business of shoe manufac- 
turers. 

“2—Cost accounting. 

“3—Depreciation. 

“4—Study of trade abuses. 

“5—Recommend changes in trade 
practices intended for im- 
provement. 


“6—Study the Tariff question and 
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be prepared to show the neces- 
sity for a duty on some grades 
and kinds of shoes, as against 
the possible free entry of 
others. 


“7—To have definite impressions 
as to desirable changes in 
taxation, and be prepared to 
act with other organizations 
for the benefit of all industry. 


“8—Undertake research work 
similar to that being done to- 
day by all active and aggres- 
sive trade bodies.” 


N. B. and S. M. A’s New Official Family 


PRESIDENT 
Henry W. Cook, Syracuse, N. Y., 
A. E. Nettleton Co. 
VICE-PRESIDENTS 
J. T. Pedigo, St. Louis, 
Pedigo-Weber Shoe Co. 
Mark W. Selby, Portsmouth, 
Ohio, the Selby Shoe Co. 
Raymond P. Morse, Brooklyn, 
N. Y., Cantilever Corporation. 
Harold C. Keith, Brockton, 
Mass., Geo. E. Keith Co. 
Fred L. Emerson, Auburn, N. 
Y., Dunn & McCarthy, Inc. 
TREASURER 
Herbert P. Gleason, Newark, N. 
J., Johnston & Murphy. 
SECRETARY 
tad Smith, New York, 


Mo., 


DIRECTORS FOR THREE YEARS 

Charles Ault, Ault Williamson 
Shoe Co., Auburn, Me. 

H. N. Lape, Julian & Kokenge 
Co., Cincinnati, Ohio. 

Oliver E. DeRidder, E. P. Reed 
& Co., Rochester, N. Y. 

Justus J. Lattemann, J. J. 
Lattemann Shoe Mfg. Co., 
Brooklyn, N. Y. 

George Miller, I. Miller & Sons, 
Inc., Long Island City, N. Y. 

Charles T. Heald, Stetson Shoe 
Co., So. Weymouth, Mass. 

A. M. Creighton, Lynn, Mass. 

F. L. Weyenberg, Weyenberg 
Shoe Mfg. Co., Milwaukee, 


is. 





Henry W. Cook, reelected president 


John S. Kent, Jr., M. A. Pack- 
ard Co., Brockton, Mass. 

Horace Drinkwater, Edwin C. 
Clapp & Son, Inc., E. Wey- 
mouth, Mass. 

R. P. Hazzard, R. P. Hazzard 
Shoe Co., Gardiner, Me. 
CHAIRMAN OF COMMETTEES 

Conference Committee. Chair- 
man, John C. McKeon, Laird, 
Schober & Co., Philadelphia, 


a. 

Trade Relations Committee. 
Chairman, J. T. Pedigo, Ped- 
igo-Weber Shoe Co., St. Louis, 
Mo. 

Legislative Committee. Chair- 
man, Aaron S. Kreider, A. S. 
Kreider Co., Annville, Pa. 

Membership Committee. Chair- 
man, Herbert T. Drake, W. L. 
Douglas Shoe Co., Brockton, 


Mass. 
Resolution Committee. Chair- 
man, George W._ Baker, 


George W. Baker Shoe Co., 
Brooklyn, N. Y. 


Federal Relations Committee. 
Chairman, Milton S. Flor- 
sheim, Florsheim Shoe Co., 


Chicago, Il. 

Contracts with Allied Trades 
Committee. Chairman, Paul 
Jones, Commonwealth Shoe & 
Leather Co., Whitman, Mass. 

Councillor and Delegate, United 
States Chamber of Commerce. 
Frank S. Farnum, Churchill 
& Alden Co., Brockton, Mass., 
and Raymond P. Morse, Can- 
oe Corporation, Brooklyn, 
N. Y. 


Distribution the Big Problem 


ISTRIBUTION, rather than 
production, is the big problem 
on the minds of shoe manufacturers 
today, as evidenced by the tenor of 
discussions at the twenty-fourth an- 
nual convention of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation in New York this week. 
Two leading retailers of the coun- 
try, A. H. Geuting, Philadelphia shoe 
merchant and president of the N. S. 


R. A., and Ralph C. Hudson, presi- 
dent of O’Neil & Company, Balti- 
more department store, and also 
president of the National Retail Dry 
Goods Association, were among the 
speakers and presented their views 
of the retail situation. Further evi- 
dence of the interest of the manu- 
facturers in the problem of distribu- 
tion was given by discussions on the 
floor following the address of Dr. 


Hollis Godfrey, an economist, and in 
the talk of John C. McKeon, past 
president of the manufacturers’ as- 
sociation, who drove home one vital 
point, that of allowing the inside, 
or production, man in the shoe fac- 
tory to make greater contacts with 
the retail trade and to make personal 
investigations of what is going on in 
the retail field. 

Another high spot of the conven- 


[CONTINUED ON PAGE 46] 
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Getting More Shoes Sold Right 





The Battle of Price 


TARING the trade right in the face is the sit- 
uation whether the shoe business shall be based 
on price or founded on quality. 

“Ts there a substitute for quality ?” is answered in 
the affirmative by men who think of price first, last 
and always. There is no other alternative for the 
man who wants to hold to his four, five or six dol- 
lar shoe store than to cut his costs. He can do it 
in two ways—he can cheapen his shoes or he can 
so increase the number of pairs sold as to cut his 
selling expense and fixed overhead, and thereby 
make an ordinary profit. 

Out of the experiences of Chicago this last week 
must come an answer to this question, “if leather 
and materials continue to rise in price, is it better 
to cut the quality or raise the retail selling price?” 

The majority of outstanding merchants through- 
out the country have definitely said: ‘There is no 
substitute for quality, and the price must go up.” 
Immediately after the January sales the majority 
of these stores are putting these prices into effect. 
Every shoe in the house then grades up to the new 
levels. 

The following situation was noted time and time 
again at Chicago. The manufacturer would show 
samples, quote approximate prices, and would then 
hurriedly try to cover himself on leather. He 
would find out that the leather man present at the 
convention could either give him the leather at an 
increased cost, or was unable to deliver him any 
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in the color or quantities wanted. The manufac- 
turer then had to consult again with the merchant, 
and either refigure his costs or refuse the order. 

Such a condition indicates a mild panic in 
leather. It is due to a number of conditions, some 
of which might be remedied. It is not reasonable 
to expect that manufacturing equipment can build 
the required amount of shoes needed by a nation 
of stores for early spring selling in the few weeks 
between now and wanted delivery dates. 

It also is not to be expected that the tanner 
should keep in store and stock finished leather, 
available at instant notice. for the production of 
all these shoes. The tanner has been reluctant 
about going into the market to buy batches of raw 
stock and to complete tannage when there was 
doubt as to the colors and quantity wanted. The 
raw stock obtainable at this time of the year is the 
poorest quality of the entire year. It is a strange 
fact that for the spring run of shoes the poorest 
run of leather is thrown into the newest and light- 
est colors. : 

The delay in ordering, or at least in making gen- 
eral commitments, and guarantees for certain pro- 
duction, makes the situation all the more acute. 
The fact that the majority of merchants were out 
of the market completely in November and Decem- 
ber is also a pertinent factor in the present crisis. 

Higher prices are bound to get into all stores, 
and whether the public likes it or not, it has got 
to pay higher prices. If the situation is compli- 
cated still further by a lack of new and wanted 
styles during the early spring months, there is all 
the more trouble ahead. 

It is no use crying over spilt milk; but the 
situation ahead is very uncomfortable. The first 
requisite is pricing shoes at new, higher levels that 
give the store a profit. The second is to make some 
money on present owned stocks, particularly in 
men’s wear. Don’t start speculating. It isn’t 
necessary to place orders with three factories to 
safeguard the getting of shoes from one. 

The tanning industry is at a lower supply spot 
than it ever intended to be. There is plenty of 
opportunity for shoe construction because there 
are ample factory facilities. The thing to do is 
to spread the delivery dates over as many weeks 
as possible, and play the game as carefully and eco- 
nomically as possible. 

There are all the elements of a very dangerous 
situation ahead if all the shoes are crowded into 
the next eight weeks of production. 

There never was a better time for making a 
profit on every pair from now on. The problem 
of higher prices is not confined to any one type or 
grade of footwear. It seems to cover them all. 
That’s the reason why the industry should put 
itself in the position of making a satisfactory gain 
during the year 1928. It is forced to do it by the 





See 


a ee or 


Jan 


ver 


no 
leat 
asl 
the 
bet 


som 
post 
hide 
he © 
valt 
was 
ger, 
sees 
as f 
“j 
tain 
ace 
cert: 
the 
year 
do t. 
the f 
that 
afte: 
boat 
his | 
and ° 
he n 
fishii 
of tk 
he h 
in th 
the v 
“— 
cond: 
man 
ness 
these 
certa 

















it, 


1e 
le 
ld 


rt 
yf 


is 


)=- 


eS ie 





TC RTERS Ses 


January 21, 1928 


very pressure of price. Pushing shoes higher will 
make necessary a commensurate profit at retail. 

This is a world-wide condition, and we can see 
no indication of general manipulation. This new 
leather price level is forced upon the industry by 
a shortening of the supplies available. If anything, 
the price situation will get worse before it will get 
better. 


Business Is Easier 


NE of the outstanding shoe men of the coun- 

try, one who never attends conventions, but 
somehow or other seems to be tremendously well 
posted on every activity in the shoe industry, 
hides his ideas behind the following letter because 
he wants the statement to be taken for its face 
value. He says: 

“The shoe business now is easier than it ever 
was to the man who keeps his finger on the trig- 
ger, the man who watches the modes, the man who 
sees what is ahead.” He describes the situation 
as follows: 

“Many an old fisherman who once caught a cer- 
tain kind of fish with 
a certain kind bait, at a 
certain place, returns to 
the fishing grounds ten 
years later and tries to 
do the same thing. But 
the fish have changed so 
that after sitting day 
after day in an open 
boat without a bite on 
his hook, he went home 
and told his family that 
he never had such hard 
fishing luck. The truth 
of the matter was that 
he had the wrong bait, 
in the wrong place, for 
the wrong fish. 

“This is exactly the 
condition of many a 
man in the shoe busi- 
ness today. Many of 
these merchants have 
certain styles of shoes 
coming. The shoes are 
always just behind the 
public demand. The 
wide awake merchant, 
however, has the shoes 
in his store ahead of 
time, so that when the 
public is ready to buy [ 








source of information. 
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precisely those shoes 
they are available. 


The ‘Reason Why 


PORTER CLOTHING COMPANY 
New Orleans, La. 


Having been a consistent reader of the BooT AND 
SHOE RECORDER during my 12 years’ shoe experi- 
ence, I wish to state that I look forward to each 
issue as the best “legal advisor” in its line. I regard 
the Boot anp SHOE RECORDER as my most valuable 
No good retail shoe mer- i. ai 
chant should be without the Recorder. 


(Signed) T. E. JERLES, Mgr., 


Several years ago the publisher of the RECORDER 
visited New Orleans for the first time. 

He was delighted, but not surprised, to find that 
every well-rated shoe merchant, with but one ex- 
ception, was a reader of the RECORDER. * * 

New Orleans merchants are critical buyers, and 
it is the ambition of every manufacturer of quality 
merchandise to “open an account” in that city. 


We thank Mr. Jerles for his welcome letter. 


Fort & Te 
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“Personal likes and dislikes enter too much into 
the selection of shoes by store buyers. The mar- 
velous success of some of the shoe merchants of 
America is due to the fact that they do not decry 
the times, the weather, the money market, good or 
bad luck, or anything else. They just go right 
ahead selecting and designing beautiful shoes, ap- 
pealing to well dressed women and each new cycle 
of style is different from its predecessor. 

“Business is an adventure; business is full of 
opportunity. Millions of people in all walks of life 
want. shoes. The great stress placed upon style 
gives to our trade greater opportunity than ever 
before. What more can a thinking shoe man want 
than a receptive public, eager to herald the new 
and getting a thrill of pleasure with every pair? 

“For some merchants 1928 is going to be a still 
greater year, and I am one of them, because my 
business is more than a business; it is a golden ad- 
venture.” 

* * * 

“Ten seasons a year” may be all right for a big 
operator who has ten or more stores to help him 
unload. But for the man with a small store in a 
small town—ruin and despair should he under- 
take it. The RECORDER 
does not recommend to 
the average retailer 
anything of the kind. 
We simply report the 
doings of the trade and 
chronicle some of the 
passing fancies of the 
larger distributors. Be- 
ware of imitating un- 
less you have the out- 
lets and the capital to 
put it through. 








“Physician heal thy- 
self.” You wise birds 
who go about telling 
* others how to do the 
job. What kind of a 
job are you doing? 
How near are your 
books to the red ink? 


Shoe Department 


Doubting Thomas, 
look at the magazines 
and see why it is that 
women are so wild over 
the new colored go- 
loshes. Pages and 
double pages in colored 
ink tell the women all 
about the new stuff. 
How are you doing it? 


President. 

















HERE are great and enor- 
Te forces working today 
that are changing the condi- 
tions under which we do business. 
If you don’t believe it, your banks 
or your stockholders or your credit- 
ors will find out for you pretty soon. 
Some time ago, and I think possi- 
bly it was from reading one of Upde- 
graff’s work, “Captains of Indus- 
try,” a thought came into my mind 
and the next day I went to the store 
and I asked my associates to help me 
answer three questions: 
Who are our competitors? 
How are they changing public de- 
mand? 
“ How must we change our think- 


ing? 
We proceeded immediately to 
make up a list of competitors. We 


allowed that Paris was a competitor 
of the Baltimore stores. We knew 
New York was a competitor of the 
Baltimore stores. We knew that the 
automobile was an automobile. We 
knew that the ice-making machine 
was a competitor. We knew that the 
washing machine was a competitor. 
We knew that investments were a 
competitor. We knew that travel 
was a competitor. We found out 
that the bootlegger was a competi- 
tor. 

Now, what we mean by that is all 
of these country clubs, sporting 
events, what-not—that all of these 
forces of modern, complex life were 
all seeking their place in the sun for 
a share of the consumer dollar. 

It is true that if the man spends 
a thousand dollars in buying a car, 
he can’t buy his wife a thousand- 
dollar fur coat. The thousand dol- 
lars doesn’t stop there; it again re- 
produces itself in its purchase of 
materials that go into the automo- 
bile and the labor and its final pro- 
cess through the retail distributors 
into consumers’ hands in an automo- 
bile. 

Nevertheless, it was true that 
there was a great demand upon the 
pocketbook of the head of any family 
for a lot of new things that former- 
ly weren’t contemplated. We found 
by a further examination that they 
had very definitely changed the trend 
of demand in almost every single in- 
stance. Travel, naturally, travelers 
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New Problems in Retailing 


By Ralph C. Hudson 


Ralph C. Hudson, president, Na- 
tional Retail Dry Goods Association, 
president of O’Neil & Co., Balti- 


more, who addressed the National 
Boot and Shoe Manufacturers Asso- 
ciation’s Convention. 


had a different type of clothes than 
they wore around the streets. Boot- 
leggers—yes, bootleggers change de- 
mands in our judgment for certain 
things. We found that in Baltimore, 
people were gathering in groups or 
small coteries, ten or fifteen, and 
their entertainment was not so much 
in large public places, not so much 
in the old-fashioned, formal enter- 
tainment, not so much in the thea- 
ters, but they were gathering in each 
other’s homes from week to week for 
a party to play bridge and had to 
have a bottle of “hootch.” That took 
money. We also found that so many 
of the wives of these men meeting 
together so frequently in such a 
narrow circle, wanted to have a lot 
of changes in simple little dinner 
gowns or evening gowns so that it 
created a demand for a type of eve- 
ning clothes that was never hereto- 
fore known. Ladies in the past, 
when they wanted to buy an evening 
gown to go to a formal entertain- 
ment, wanted a particularly beauti- 
ful thing. This created a demand 
for a simple thing they could wear 
and have the variety of not appear- 








ing six times with the same dress 

with the same people. 

Automobiles have changed the 
clothing habits of men and women, 
Somebody said that the men’s shoe 
industry had fallen off a third due 
to the fact that men don’t walk— 
they ride. 

So on through all of these various 
things. We found that they had 
changed the demand for commodities 
that we sold, and some of them may 
change the demand for shoes. 

We found a great many members 
of our organization were not think- 
ing at all in line with these new 
terms of changing demand and it 
therefore was important that we 
recognize these factors and that we 
commence to adjust ourselves to 
them and that we get our buying 
staff and our executive organization 
thinking that the thing was going to 
change. 

I don’t think we want a more 
striking example of changing condi- 
tions than that fact. A friend of 
mine, Mr. Alfred Koch of LaSalle 
and Koch of Toledo, Ohio, recently 
expressed the Ford situation in one 
word. He said that “beauty” 
stopped Ford, and I don’t know but 
what he told a lot in just that one 
word. 

We are steadily going through the 
processes of change. When novelty 
shoes came in I think we in this 
trade called it millinery. A lot of 
old fogies sat back and said, “This 
isn’t going to last long,” and they are 
gone now. Some of the men with 
vision, with foresight, with courage, 
came into the field at that time and 
had made remarkable successes in 
achieving tremendous volume of pro- 
duction at considerable profit to 
themselves. 

You are, unquestionably, inter- 
ested in the question of what type of 
store is going to prevail in the ‘u- 
ture. I think anyone who would 
have the nerve to make a prediction 
would have very little regard (or 
what people might think of him 
or ten years from now, but I should 
like to say this: that between 
department store, the old-line en- 
eral shoe store and the chain s‘ore 
at a fixed price, we will find the ne 
that will dominate the field, bu’ no 
one of them will ever put ou of 


[CONTINUED ON PAGE %5] 
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Education Increases Growth of Wealth 





Shoe Manufacturers are Given Highly Interesting Theory of Wealth 


HE Wednesday afternoon ses- 
Tex of the National Boot and 

Shoe Manufacturers’ Associa- 
tion’s convention this week was 
turned into a school of economics 
through the discussion of “Creating 
Wealth,” by Dr. Hollis Godfrey, 
president of the Engineering Eco- 
nomics Foundation. 

Briefly, Dr. Godfrey, who has 
studied his subject for twenty-two 
years, presented a theory, which 
contained as its pivotal point the fact 
that the growth of wealth in this 
country has been in direct propor- 
tion to education. He illustrated 
his thesis with charts which showed 
the phenomenal rise in actual wealth, 
which he defined as “goods or ser- 
vices of value for human use,” with 
the growth in numbers of high 
school students, books and _peri- 
odicals. He dwelt at some length on 
the value of trade publications as a 
big factor in the growth of wealth 
in this country in recent years. 

Later, in a discussion in which 
John C. McKeon and James Edward 
joined, Dr. Godfrey brought out the 
fact that while education, through 
schools and the printed page, has 
been the leading factor in the growth 
of our wealth, this education has 
been largely along the lines of pro- 
duction. Still more wealth, he said, 
may be expected to be fostered 
through education of the consumer 
in the use of goods, which are ma- 
terial wealth. 

The high spot of his address was 
given in the following words: 

“In the first place, we took the 
United States from 1790 to 1927 to 
find out how wealth had grown in 
those 137 years. No one had stud- 


Where Will 


year ago are in several cases 100 per 
cent in various types of cattle hides, 
with corresponding sharp advances 
in calf, kid and sheep skins. And 
yet these prices of our raw material 
are but slightly above pre-war levels, 
while all commodity prices on Dec. 1 
were 49 per cent above the 1913 
level. Prices of our finished product 


are still substantially below this fig- 


by Dr. Hollis Godfrey 


ied before how wealth grew in that 
time, but we went back to Hamilton 
estimates and took, year by year, the 
growth of wealth in the United 
States, beginning in 1790 and rising 
slowly on a long, slow curve for fifty 
years. It rose to only about 400 per 
cent. We were an agricultural na- 
tion doing a little trading. 

“Then, in 1840 to 1850, it began 
to rise slowly until 1900, rising to 
11,700 per cent. Then in a moment 
it turned and shot straight upward 
and from 1900 to 1927, the years all 
of us remember, it has increased un- 
til 80 per cent of all the railroads, 
telephones, buildings, shoes, every- 
thing we see around us in material 
wealth, has come since 1900 and in 
our lives. 

“Now, the question is—why that 
wealth should have risen in that 
time. Why should it have changed 
from that of a lower level? Why 
should it have sprung 80 per cent 
of its total—is a very vital question, 
because if we can find the cause of 
that great thing we can know how to 
repeat the cause and keep it going. 

“So that was our base line, the 
line of material wealth, and we 
turned from material wealth to the 
second line. We took the second 
part of wealth or vital wealth and 
studied vital wealth in two capacities 
we all have—in terms of body and 
mind. We wanted to know how men 
had grown; how men and women 
had grown in those 137 years. First 
we took population. The population 
has been increasing from 1790 to 
1927 on a long, low line, no refer- 
ence at all to those two great breaks, 
one between ‘forty’ and ‘fifty’ and 
the other in 1900. Our present 


We Get Our 


| CONTINUED FROM PAGE 39 | 


ure and further increases in the 
price of leather are valid. 

One further word as to our raw 
material situation. I wouldn’t care 
to weary you with an analytical 
statement covering all these details. 
It is sufficient for you to know that 
they are in my possession, anyone 
can examine them, and upon those 
figures we base our policy and con- 





b] 
‘ 
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population only broke once in the 
hundred years following the Civil 
War. In 1790 it had no material re- 
lation to wealth, an important matter 
in respect to unrestricted immigra- 
tion. Then we took the next test. 

“The high school is the real test 
of the educated, and when we came 
to study how many high schools, we 
found that while it rose slowly up to 
1900, it did come almost on the curve. 
Material wealth turned. The num- 
ber of pupils in public and private 
schools turned during the _ next 
twenty-seven years, and increased to 
414 per cent. The movement of stu- 
dents in public and private high 
schools was exactly comparable year 
by year to the growth of railroads, 
telephones, shoes, clothes, and all the 
material wealth of the United States. 

“Vital educated wealth moved 
point by point with material wealth. 
That is a check on that, if that 
turned that way, we ought to make 
a check of the reaction—what the 
educated man used. He used books, 
journals, the printed page. And so 
we went back to find factual knowl- 
edge, the really useful tools which 
the educated man used. 

“To find out how that had moved 
that far, we went to the library of 
Harvard University. You may re- 
member that owing to the Revolu- 
tionary War, Massachusetts Hall 
was used as a barracks. So we lost 
the library because it was scattered. 

“The practical wealth of the 
United States began at about the 
same time, in 1790, 1790 to 1800. 
The number of titles and journals 
added to the Harvard College library 
passed the line of wealth in 1800 and 
today it stands the same. 


Leather? 


clusions. The United States in- 
creased its use of cattle hides during 
the past year about 9 per cent. This 
necessitated our asking additional 
raw material to that produced in do- 
mestic sources from foreign seurces 
of supply. We have increased our 
importations, therefore, over 80 per 
cent and have consumed all domestic 
hides, a negligible quantity only be- 
[CONTINUED ON PAGE 79] 
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Distribution the Big Problem 


tion was the address of Fraser M. 
Moffatt, president of the Tanners’ 
Council, who gave a masterful in- 
terpretation of the leather situation. 
Excerpts from his address are car- 
ried in this issue. 

In his talk, Mr. Geuting made a 
plea for the greater cooperation of 
all factors in the industry to the end 
that real profits might accrue to all. 
He suggested the formation of re- 
tail council. He said in part: 


66 ODERN thought is establish- 

ing the fact that we are one 
great unit, that the tanner, the 
manufacturer and the distributor 
are one and the same as integral 
parts of the whole unit that is re- 
sponsible to the people of the United 
States to provide them with the best 
shoes in the world at the least possi- 
ble cost, but with a satisfactory re- 
turn to the craft as a whole. 

“Also, ought not the investing pub- 
lic have a right to buy leather stocks, 
shoe manufacturing stocks and shoe 
distributing stocks and expect a re- 
turn for their investment? Are we 
not responsible as leaders of the in- 
dustry for directing our industry 
into profitable channels? 

“Is it not about time that the 
leaders of the shoe industry, repre- 
senting its every branch, do as has 
been done in the hardware line— 
recognize that every branch of the 
business must be successfully con- 
ducted in order that credits may be 
maintained and bills paid?” 

Judge Moses H. Grossman, of the 
American Arbitration Association, 
made a strong plea for the greater 
use of arbitration in business. Arbi- 
tration, he declared, is nothing but 
practical idealism. He asserted that 
the crowded condition of our law 
courts alone should be sufficient rea- 
son for arbitrating business differ- 
ences. 

On the opening day of the conven- 
tion, held in the North Ball Room 
of the Hotel Astor, with divans and 
chairs grouped about small tables 
more in the manner of a conference 
than the usual convention seating 
arrangement, Ernest Burrill, chair- 
man of the plan and scope committee 
of the Men’s National Advertising 
Campaign of the N. S. R. A., ably 
presented the essential details of the 
plan and reported its progress to the 
manufacturers, who are contributing 
to its success. Mr. Burrill explained 


[CONTINUED FROM PAGE 41] 


the plan to the shoe producers, much 
along the same lines as he presented 
it to the retailers in Chicago at the 
retailers’ convention. 

Under the heading of “Horse 
Power and Heart Power in Indus- 
try,” Harry Newton Clarke of Cleve- 
land, Ohio, presented an address on 





What 1928 Holds 


“As to 1928—briefly, we have had 
a rapidly advancing stock market 
over quite a period of time. We are 
now experiencing a rising market 
in hides and skins, with resulting 
higher prices in leather. Each mar- 
ket might continue to a point that 
would be troublesome and necessi- 
tate a reaction that would be most 
unfortunate, undermining and weak- 
ening irreparably a structure that is 
otherwise sound and promising for 
a good business year from the view- 
point of shoe and leather men. This 
is the only cloud I see on the whole 


horizon as we swing into the new 


year. 
“Frankly, I feel that both mar- 
kets can and will adjust themselves 
to a level that will be sound, fair 
and profitable to all, and keep the 
financial and business structure on 
an even keel.” 
—President Henry W. Cook, in his 
annual address to the conven- 


tion of the National Boot and 
Shoe Manufacturers Association. 





human relationship in industry, urg- 
ing employers to get into closer con- 
tact with their employees, to improve 
their loyalty and productive capacity. 
“The standard of action of em- 
ployees,” he said, “is never higher 
than that of the employer. Treat 
your men as you want to be treated. 
Men do not make mistakes malicious- 
ly. Those they make come through 
ignorance. Give them all the in- 
formation you can with which to 
work. Don’t wait for the other man 
to do the right thing. Do it first and 
don’t allow the things that you don’t 
like about a man to prejudice you 
against him.” 


ARRY HARPER, corporation 
counsel of Minneapolis, Minn., 
gave an interesting and informative 
talk on the opening day on “The Val- 
uation of Inventories Under Abnor- 


mal Conditions,” giving the shoe 
men some very practical information 
on the proper method of computing 
their inventories. 

A discussion of the problem of sci- 
entific management was one of the 
features of the second day’s pro- 
gram. It was given by Richard A. 
Feiss, management counsel, who de- 
clared that a whole technic of scien- 
tific management, now highly impor- 
tant in business, has been developed 
and can be taught to managers. 


C. SCOTT, vice-president of the 
Credit Clearing House, gave a 
talk on the need of cooperation in 
credit matters and pointed out by 
specific cases the tremendous losses 
to business through the lack of such 
cooperation. 

In his annual report, J. Dudley 
Smith, secretary of the association, 
reviewed the activities of the or- 
ganization for the past year, cover- 
ing adjustments of controversies, 
improvement of credits, collections 
and trade abuses, as well as supply- 
ing a vast store of information to 
members and others. The work of 
the style conference and of various 
committees and directors was cov- 
ered in this report. 

In announcing the re-election of 
Henry W. Cook to the presidency of 
the association, J. Franklin McEl- 
wain, chairman of the nominating 
committee, paid a glowing tribute to 
Mr. Cook and asserted that the di- 
rectors felt that he should be re- 
turned to office to carry out the 
expansion program outlined in his 
annual address. Tribute also was 
paid to Sol. Wile, first and organiz- 
ing secretary of the association, who 
was present at the meetings. 

The two-day convention closed 
Thursday night with a banquet in 
the Grand Ball Room of the Hotel 
Astor, at which the cream of the shoe 
trade, close to 1000 strong, gathered 
in one of the biggest social events 
of the year. 

President Cook, returned to office 
by the directors of the association, 
was the presiding toastmaster. Ad- 
dresses were made by Hon. Simeon 
D. Fess, U. S. Senator from Ohio, 
who discussed “Current Topics’; 
Hon. Harry J. Skerritt of Syracuse, 
N. Y., whose subject was “Mounted 
Men,” and Sir Frederick McGill of 
London, England, who spoke on 
“America as Others See It.” 
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GALLERY 


Making the Store Homelike 


A New Note in Selling Juvenile Shoes 


maiers, father and son, have 

sold shoes in Columbus, Ohio. 
The old store on East Main Street 
remains, but Stark Altmaier’s long 
thought out idea of a real juvenile 
shoe store has come into being. 

This shop is entirely different 
from the usual run of children’s 
stores. Intimate study of the likes 
and dislikes of youthful moderns 
convinced him that nursery rhymes, 
pictures on the walls, animal chairs 
and the like, had gone by the board. 

So we find a room fitted with old- 
fashioned furniture—rush seated 
and hard bottomed Windsor chairs, 
unholstered settees, old-fashioned 
mirrors, a drop leaf table for dis- 
play purposes, and old-fashioned 
wall cupboards and wall cabinets, 
also for display. The total result is 
a rich, quiet appearing living room. 

A rag doll or two and a couple of 
pull toys are the only evidences of 
the child appeal, save for the little 
chairs for the small tots. Children 
cesent being babied, even before they 
arrive at the school age. The 
mothers do not wish to sit in the 
usual stiff row of chairs while the 


Pe: thirty-eight years, the Alt- 


youngsters wiggle all over the place. 
A grouping of the chairs, mixing in 
small ones with the large ones, gives 
an easy, informal air to the shop. 

Mr. Altmaier bases his sales ap- 
peal to those people who appreciate 
good shoes, perfectly fitted. When 
such a customer comes in with two, 
three or four children in tow, she 
may be as comfortably seated as in 
her own home with her children 
grouped around her. In this manner 
she may easily supervise the selec- 
tions. Secondly, the first desire of 
a child upon getting a new pair of 
shoes on his feet is to travel, and 
travel as fast as little legs will take 
him. By having the chairs in groups, 
this natural impulse is allowed to 
express itself; then other customers 
see what this child is wearing and 
are interested. 


F a customer is interested in any 

shoe shown or being tried on, there 
is no question as to fitting, as the 
policy of the house is to carry all 
sizes in all shoes all the while. 

To be able to show a mother four 
styles from which she may make a 
selection and be sure of getting a 


fit in any of them makes more 
friends for the house than to show 
a dozen styles and not have a cor- 
rect fit in any of them. It is very 
seldom that a sale is missed under 
these conditions. 


N accurate record is kept of 

every purchase. These are cross- 
filed under the child’s name and that 
of the parent. This record has 
proved its worth many times. 
Mothers are told of it and are im- 
pressed with its accuracy so that in 
case of a hurried need of a pair of 
rubbers or galoshes or even a pair 
of shoes, a phone call will send the 
correct size hurrying on its way. 
As time goes on, also, reference to 
these cards will trace the growth of 
the child’s foot, so that real study 
may be made. 

While the tans and browns in the 
colorings of the walls, hooked rugs, 
chairs and other furniture were de- 
signed by experts in their line with 
an eye to beauty and harmony, this 
store, with its hidden shelving and 
all, cost far less to fix up than it 
would had it been fitted in the ordi- 
nary manner. 
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What Will Sell in Volume 


Mme. Jeffries Tells Why*Certain Shoes 
Will Be in Demand 


OVIES, bill boards, tabloid 
M newspapers, etc., have all 

made us eye-minded. The 
visual demonstration is the thing. 
It was for this reason that the talk 
on style at the Chicago convention by 
Madame Hamilton Jeffries, of Bos- 
ton, interspersed with an actual dem- 
onstration of the shoes, pictured 
above, was one of the hits of the big 
gathering. 

Mme. Jeffries tried to give her 
interpretation of the Spring season, 
principally in the terms of big vol- 
ume selling shoes. Beginning with 
the shoe in her hand, and working 
toward the left of the picture, she 
said: 

“This black patent leather pump is 
a shoe which is selling at the mo- 
ment and will sell again at Easter. 
It will go with any of the Jerseys 
which the women are wearing. It 
will go with any of the one-piece; it 
will go with the suit; and it is really 
a very practical buy. It has a 14/8 
or 16/8 heel, and has just a little 
ornament, not too much. It is a 


pump type effect, and is a volume 
shoe, even though it is made for very 
high class wear. 

“Again, black patent. You notice 
that it is complemented with a bit 
of brown kid so subtly put on with 
this high java sandal. I might say 
if your business is of the heavier 
women, and women who must have 
support, these high-riding straps are 
very effective. They hold the foot in 
and they help support the weight, 
and the woman is really smart. 
Black patent, daytime wear. 

“Here is a shoe which any sales- 
man might sell for wear in the 
daytime because it has been cleverly 
constructed. The man who designed 
it is an artist. We have the quarter 
in the patent and we have the vamp 
in the lizard. Now, these two com- 
binations in this way make it a shoe 
that can be worn with dressier ma- 
terial, and yet is a shoe which can 
be shown with the utility suit. A 
little higher heel which will take for 
the afternoon and tea, and again we 
have the complementing buckle. 








Mme. Hamilton Jeffrics 


“I can’t tell you how many 
tories I have been in where a per- 
fectly beautiful shoe, constructed 
perfectly, done perfectly, straps in 
order, and the ornament and 
buckle on the side absolutely kill it. 
Be careful with your ornaments and 
your complementing colors. Anot 
black patent. 


66 OW, let us go into this famo 
beige family. So many | 

have told me they are almost friz! 
ened to buy here because there i 
much of the beige shown. The) 
afraid of Roseblush. They 
been bitten before on it'and th 
not want to buy. But remember, 
there are shades that may be De- 
tween the Roseblush and beige, such 
as the Roseblush with the pink taken 
out. That is a very practical buy, 
because by the use of the stocking 
you can absolutely harmonize \our 
frock. 

“I say tweeds, now. A little ‘ater 
Jerseys, the hand-blocked satin. and 
then we have the thinner mat» rials, 
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Beiges Outstanding in Color 


Natural Tones Stressed for Spring, 1928, Season 
Mrs. Rorke Tells Shoe Convention 


color note in the spring, 1928, 

season, according to color in- 
formation given the shoe retailers of 
the country at the Chicago Conven- 
tion last week. The mesage on color 
was delivered by Mrs. Margaret 
Hayden Rorke, managing director of 
the Textile Color Card Association. 
She delivered her message attired in 
a costume of Monet blue, one of the 
new blues that she says is destined 
to play a rather important part in 
the spring season. During her talk 
she illustrated her points in color 
harmony by showing leathers and 
fabrics of the shades she mentioned, 
thus visually driving home _ the 
message. 

She also displayed her Chart of 
Color Harmonies for spring, 1928, 
which we reproduce on the two fol- 
lowing pages. 

“Beige,” she said, “will be the 
outstanding color for the spring of 


Be will be the outstanding 


1928, reflecting its delicate tones in 


three shades: natural, yellow and 
pink. I am able to bring to you the 
information that at the fashion ex- 
position held last night in New York 
City by the National Garment Retail- 
ers of America that natural beiges 
were greatly stressed. Natural 
beige is a cross between a beige and 
a gray. Honey beige will be particu- 
larly popular as a shoe color and 


but at the moment, with the tweed, 
here is a one-strap which is lovely. 

“With the Kasha and the Jersey 
you might take on your black patent. 
Then you go into your satins and 
your hand blocks. Now, satin is 
different this year. It has a very 
high glaze, and there are these 
lovely hand-blocked patterns, but we 
should go on into our suede combina- 
tions, or any of our kid or reptile 
leathers with care. 

“Now, let us boil this down a bit. 
Here we have two suedes. I might 
say this suede here, which is a sand 
dune, is a utility shoe. It might be 
a volume number, because you may 
absolutely blend this shoe in with 
any of the fabrics of this year. Also 
the construction and style of this 
shoe is, to my mind, perfect. 


pinkish beige will be very desirable 
for evening wear. 

“The shadowy blues of the lakes, 
called Lake Blue, featured last night 
at the garment show, will also play 
a very important part in the costume. 
I caught the spirit of one of the 
popular shades, Rigi blue, as it was 
reflected in the lakes from the top 
of Mt. Rigi. Lake blue is of a 
violet cast, this color having been 
taken from the Lakes of Lucerne. 
In Tuilliers Garden there is a mem- 
orial to the beloved Claude Monet 
which houses the last eight of his 
wonderful murals. The inspiration 
for Monet blue, which will be ex- 
tremely smart this spring and sum- 
mer, came from the blut tints in these 
murals. Lyons blue, another effec- 
tive spring color which will have 
many advocates, was copied from the 
famous old stained glass windows of 
St. John’s Cathedral in historic 
Lyons. Another blue that will be 
popular is Independence blue. This 
shade was taken from the American 
flag and is featured by the garment 
makers. 


S¢CNUNLIGHT, chamois skin and old 

ivory are the shades of yellow 
to be shown this spring. Green is 
popular in the slightly yellow and 
blue tones. Both shades are good for 
southern wear. 





“For Palm Beach and for summer 
wear I would say the absolutely 
white kid shoe, or very little trim. 
Maybe an inlay of black, or any of 
the Kasha beiges, but the man who 
wants to sell volume will take the all 
white kid type. 

“Now, for the woman who is a 
person of affairs and who wishes to 
be a little different, we have another 
idea. We have heard so much about 
hand-blocked linens, and there is a 
firm in Boston that has this linen, 
which comes from Belfast. It is 
shrunk ten inches after it comes 
here. It is forty inches wide and 
finally it is thirty when it is ready 
to cut, hand-blocked, so that you can 
really buy this shoe and know that 
any of these linens will not shrink 
again. 


“The increasing interest in avia- 
tion developed by Lindbergh, and 
others, will have a decided influence 
on the fashionable colors. You will 
see it reflected in silverwing gray, 
which is a delicate blending of the 
shades of gray in the airplane wings. 
But in spite of Lindbergh and “sil- 
verwing” natural beiges will be the 
most popular colors for spring. 


66 HE well-dressed woman should 
have shoes in the three shades 
of beige, a pair of dark blue and of 
shell gray. Light brown shoes are 
still regarded as smart and marron 
glace is a very new shade to be worn 
with the brown ensemble. The sport 
shoe will be of the stroller tan type. 
Beige is the most fashionable color 
in shoes for spring and summer but 
dark blue, gray and gun metal will 
also be smart. For evening gold 
slippers are more important than 
silver. The satin slipper dyed to 
match the gown and the opalescent 
leather slipper are also very smart. 
“A new tone in shoes for winter 
resort and summer wear is called 
white jade. It is named from the 
imperial white jade of China and is 
worn with dusty and pastel shades. 
White jade, which corresponds in 
shade to the palest of natural beiges, 
may also be worn with the white 
costume. 


“In trimming, here you see and 
take your accent in the deeper colors 
such as this tone, and you have a 
lovely sportswear shoe for the club, 
where a woman must be distinctive. 

“Here we have the purse. If a 
woman is in white, any of the jades 
may be used for these things, and 
she certainly is a picture. 

“In this class we also have the 
Toyo white. This Toyo is a Jap- 
anese paper, but paper when it is 
properly treated is as strong as 
leather. And remember, in cutting 
this Toyo there is absolutely no 
waste, for every inch of it can- be 
used. In many of the leathers there 
are small pieces cut away and scat- 
tered all over the room, and, of 
course, this must bring up the cost 
of shoes.” 
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CHART OF COLOR HARMONIES A 


for 


Spring and Summer, 1928 
by 


MARGARET HAYDEN RorKE 












































Managing Director, The Textile Color Card Association of the United States, Inc. Blu 
MILLINERY AND E LORS Lig 
GARMENT COLORS Ses aunt Coating HOSIERY COLORS* _ 
Covering light, middle and aaa ae batty For blending, contrast and matching* = 
dark values. 
ae nace a Nude 
esh Pi Marron Glacé 
BEIGES HONEY BEIGE el se mr Roane s 
E earlblus andalwoo Cl 
me stage B iat ye Br Re A seagate or Nude Tansan te 
lowish’ and rose tinted STROLLER TAN on Tawny 
tones. Natural reptile colors in Shean ae -° 
Light in value. beige, erege, oO Seaeen Beechnut 
we oe ? French Nude Aloma a 
Grain Bronze Nude 
WHITE JADE White Jade Shell Gre 
y 
BLUES HONEY BEIGE Opal Mauve Piping Rock Li 
Greenish Lake blues, also ROSE BLUSH 2 Pearlblush Dove Grey wg) 
those of violet cast, and Natural reptile colors in ee or Nude Kasha-Beige 
soft greyish blues. grey, beige or grége tones. Fonte Honey Beige 
Light and middle values. ’ DARK BLUE rench Nude Champagne —— 
GUNMETAL —, Seasan 
and BLACK Moonlight Rose Blush 2 
Dark Blue Kasha-Beige 
pone J — aes — Tan 
tmosphere or Nude ansan 
aBARK RIVE, | Champagne Aida 
E BLUSH 2 Seasan Sandalwood 
NAVY sw A GREY French Nude Beige 
Independence blues of STROLLER TAN a osees 
Pm ey cast. Natural reptile colors in Rose BI h2 Beechy t BI 
ark in value. bei See. tan ose Dius eechnu ac 
* Saws ‘aaa a _— + rag a 
GUNMETAL and BLACK ceinne — 
Piping Rock Marron Glacé 
Dove Grey Evenglow 
Shell Grey Opal Mauve 
GREYS PLAZA GREY p nee dl Sy — 
, : t 
Clear, soft ant warm in Natural reptile greys. French Nude wos Piping Rock E 
. “te irage ove Grey Whit 
Light and middle values. pa ha Grain Kasho-Belee pink 
” Moonlight quoi 
arg Glacé ne a 
isty Morn rench Nude : 
re S 7 Sandalwood Atmosphere or Nude sh " ; 
LIGHT BROWNS HONEY BEIGE — — red. 
Of the Marron and Café ROSE BLUSH 2 Tawn Stroller Tan Au | 
Créme types. Natural reptile colors in eat Seen tien binec 
beige, tan and brown ; 7 ane ees 
snd BLACK Mirage Aloma 
= Seasan Rose Blush 2 
Grain | 
White Jade Sandalwood 3 Whit 
a 7) a angen greg. 
pal Mauve easan F and ; 
wae ge Pearlblush French Nude unde 
SHELL GREY Atmosphere or Nude Grain E rose, 
GREENS PLAZA GREY Mirage : Mirage and 
Blue, yellow and grey in ROSE BLUSH 2 Honey Beige Shell Grey comb 
cast. MARRON GLACE Moonlight Rose Nude navy 
Light and middle values. STROLLER TAN Plaza Grey — 
All natural reptile shades. a | ee 
GUNMETAL and BLACK Kasha-Beige Beechnut 
Rose Blush 2 Stroller Tan co 
Marron Glacé Aloma L 
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~ MILLINERY AND 
GARMENT COLORS 
Covering light, middle and 
dark values. 


SHOE COLORS 


For matching, blending 
and contrast 





ROSE 
Soft, passé shades 


RED 
Bluish and yellowish in 


cast. 
Light and middle values. 


WHITE JADE 
SHELL GREY 
PLAZA GREY 
HONEY BEIGE 
ROSE BLUSH 2 


Medium reptile colors in 
beige, gréege and grey 














HOSIERY COLORS* 
For blending, contrast and matching* 





White Jade 

Flesh Pink 

Opal Mauve 
Pearlblush 
Atmosphere or Nude 
Mirage 

Shell Grey 

French Nude 


Plaza Grey 
Piping Rock 
Dove Grey 
Kasha-Beige 
Honey Beige 
Champagne 
Seasan 

Rose Blush 2 

















tones. Grain Rose Nude 
and BLACK Moonlight 
Lope of ng arya 
‘lesh Pink Misty Morn 
YELLOWS WHITE JADE Opal Mauve Sandalwood 
. HONEY BEIGE Pearlblush Rose Nude 
Soft, sunlight shades se } 
Aes : MARRON GLACE Atmosphere or Nude Tansan 
Chamois skin and honey t p 
“ lightl STROLLER TAN Mirage Tawny 
tones, G teh tints —_— Natural reptile colors in Honey Beige Pawnee 
Light in value beige, tans and brown. Champagne Beechnut 
g , and BLACK Seasan Stroller Tan 
French Nude Aloma 
Grain 
PASTEL PARCHMENT Pastel Parchment Moonlight 
SHELL GREY Flesh Pink Opal Mauve 
MAUVE, VIOLET AND HONEY BEIGE Pearlblush Honey Beige 
VIOLINE SHADES ea a - ae or Nude Champagne 
: . . atural reptile colors in Shell Grey Seasan 
Light and middle values. pale beige, grége and grey White Jade Grain 
tones. French Nude Rose Blush 2 
GUNMETAL and BLACK Mirage Rose Nude 
White Grain 
WHITE Flesh Pink French Nude 
WHITE JADE White Jade Kasha-Beige 
In self tone or trimmed Pearlblush Mirage 
with black, dark blue or Atmosphere Opal Mauve 
pastel colors, also bright Rose Nude Champagne 
sport shades and natural White Jad E 1 
WHITE reptile colors in tune with White Jade vengiow 
Kasha-Beige Mirage 
the ensemble and Mi M R 
Shadowy pastel shades Misty Morn scasan 
BLACK ee ~~ a Nude 
: PF oney Beige rain 
Black and White combined BLACK Tawny Atmosphere or Nude 
GUNMETAL Tansan Moonlight 
In self tones or with col- Grége | Shell Grey 
ored trimming, to harmon- Métallique Dove Grey 
ize with the ensemble; Bronze Nude Piping Rock 
also gold, silver and Rifle Beige 
bronze trimmings. Gunmetal Sheer Black 





Marron Glacé 








EVENING COLORS 
White, ivory, beige, dusty 
pink, straw beige, tur- 
quoise yellow, green, or- 


in tone. 


red. 


Gold and_ silver’ kid; 
opalescent and_ metallic 
leathers to harmonize 
with the evening ensem- 
ble; some metal cloth; 





French Nude 


White Jade 





chid, pale water blues and satin or crepe slippers in Champagne Flesh Pink 
violet blues, all shadowy shadowy shades or bril- mete h a — 
Also brighter liant in tone, to match or ene Moonli ht 
shades of violine, rose and blend with the gown; also Atmosphere or Nude Moonlight 
black d_ beige; pastel . 
All black, and white com- - cent iainees 
bined with black. and BLACK 
WHITE 
WHITE JADE 
ee ee HONEY BEIGE White Kasha-Beige 
hite, natural beige, SHADOWY PASTEL White Jade Mirage 
ae ph 4 shades, SHADES Flesh Pink Opal Mauve 
nae — pPhren ciendt _— — In self-tone or trimmed Pearlblush Champagne 
jens, avec phe oes. 20 with contrasting or com- Atmosphere Honey Beige 
pes Whit sad Weak posé colors; white and Rose Nude Seasan 
: ~ See See black; white and brown; Grain French Nude 


combined. Also white and 
navy combined. 





white and dark blue com- 
bined. 
and BLACK 


French Nude 








*For matching, use shoe colors on 1928 Spring Season Hosiery Color Card of America 


COLORS PRINTED IN BOLD FACE TYPE ARE THE NEW SHADES ON THE 1928 SPRING SEASON HOSIERY 
COLOR CARD OF AMERICA 
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Getting a 700 Per Cent Increase 


How J. J. Stewart of Columbus Has Broken Records 





in the Sale of Boys’ Shoes 


NE sentence will tell the story 
O of what has happened to the 

boys’ shoe business. It has 
gone to the fellow who has had the 
snappy styles and the nerve to play 
them right. No less an authority 
than J. J. Stewart of the Lazarus 
Store, Columbus, Ohio, is responsible 
for that statement. As Mr. Stew- 
art has increased his boys’ business 
seven-fold in the last five years, it 
stands to reason that his methods 


By HARRY R. TERHUNE 


that the proper picking of styles is 
of prime importance. 
Publicity—This store employs 
publicity agents. They are located 
strategically in every worthwhile 
community in town, in the schools 
and on the streets. They are not 
paid any salary, for they are the 
satisfied boys who are telling all the 
rest of the boys about their shoes. 
The writer heard proof of this one 
Saturday morning when some thirty 








but the biggest percentage of new 
customers are sent in by these pub- 
licity agents. 

Salesmanship.—In a store of this 
character, the reputation of the 
house is jealously guarded on the fit 
question. No matter how good the 
customer, or how strong the boy is 
set on a style, if he cannot be prop- 
erly fitted he is not sold. It’s 
“Buddy, pick out another style; this 
one won’t do.” 








must have some merit. boys who were buying shoes were Customers do not dictate the fit. \ 
From an experience of twenty-five questioned either by the writer or If they do, it is a case of saying, i 
years in selling boys their shoes in by Mr. Stewart as to the reason why “We are sorry, but it must be our a 
Columbus, he has evolved four cardi- they were buying shoes in the store. judgment of right fitting, not yours.” ; 
nal principles in the building of this Of the boys questioned, nineteen Poor fitting has caused more per- pried 
trade, viz: Style, Publicity, Sales- were buying because they had bought manently lost customers than poor store 
manship and Merchandising. before and liked the place. A typical merchandise ever can or will. Young orde 
In parenthesis, it may be stated answer from many was, “A boy near children especially do not complain shor 
that Mr. Stewart classes as “bunk” me got a pair of these shoes and I about misfits, for the little bones are nde 
such alleged props as Boy Scout wanted a pair just like them.” soft so no great amount of pain = 
Camps, pictures on the walls, etc., Newspaper copy is used, of course, arises. The result of the terrible ting 
which are generally thought damage wrought soon shows wor 
to be necessary adjuncts in itself. 
the selling of children’s shoes. i. ee rr P. I 
“Just good merchandise and VERY salesperson is very sales 
real fitting service is all that carefully selected, then is regul 
is needed,” he explains. They Want to Know thoroughly drilled in the art pte 
and science of proper fitting. alwa; 
TYLE.—If a boy likes a $7 || Merchants ask us where to buy shoes and || To be able to dictate to the “od 
) Shoe he will buy it more other store merchandise. In this space we customers and gain and hold am 
quickly than an ordinary shoe Stes the fellow! cal i ray the respect and confidence of P 
at $5, for it is not so much a ist the following typical inquiries: the customers through that 
dictation, the salesperson 





question of price as it is of 
style or the boy’s idea of de- 
sirability. Great claims for 
wear and alleged waterproof 
qualities are never made 
either in the advertising or in 


H-1048 Wants 


H-1046 Wants women’s novelty boots. 


H-1047 Wants women’s brown high shoes dyed 


black. 


prices. 


women’s novelties in stock at popu- 


must know absolutely how to 
fit feet, and what is of equal 
importance, how the different 
types of lasts fit the different 
types of feet. In other words, 


A’ 









the store itself, nor is the H-1049 Wants children sheep lined shoes. the salesperson must be able ner b 
price appeal ever made. Men’s to analyze the foot require- Shoe 
style trends are watched H-10650 Wants metal clips for price tags. ments and to supply those tone 
closely. ? If something devel- H-1051 Wants snappy line of ladies’ shoes. needs in an intelligent man- highe 
ops in midseason or even over- : ; ; ner. Customers, too, are bet- waite 
night in men’s shoes that may H-1052 Wants nie oxfords in stock to retail at ter educated in the fitting he o1 
be adapted to the boys’ line, it $5 to $7. proposition, so rightfully de- uiteed 
is immediately stocked. The H-1053 Wants shoes made from Toyo cloth. mand that they be served by conve 
question of the amount of H-1054 Wants women’s novelties for basement. a high type selling Sorce, to be 
shoes on hand is not consid- Inter-department _ meetings ing th 


H-1055 Wants outside display cases. are scheduled to be held each He 


ered when it comes to buying 















a brand new style. “Will it Friday morning, but the shoe made 
ety wil and ers ® Interested houses may have names on re- tio asad _ pages ng age 
good shoe for our trade: are . . Interesting to listen to from “In ; 
the questions to be answered. if - = Department, Boot Mr. Stewart almost every this « 
A temporary overstock will ss Shoe Recorder, 207 South Street, morning. shoe 
adjust itself, Mr. Stewart Boston, Mass. Merchandising. — Boys’ fore 


claims, if the styles are what 
the boys want. So it seems 


ee 





shoes constitute the only |ine 
N in the entire store in which 





[CONTINUED ON PAGE 79! 









He 
wher 





ose & 


le 








Junuvary 21, 1928 





He Doesn’t Need “Sales” 


AID J. W. Lancaster of the Bas- 

sett shoe store in Lexington, Ky.: 

“For years we considered it neces- 
sary to make a junk shop of our 
store a couple of times a year in 
order to dispose of the accumulated 
short lines and odds and ends, for 
it seemed that semi-annual sales 
were the only logical means of get- 
ting rid of the undesirable stock. 
Closer merchandising of the stock 
and the quick use of 50 cent and $1 
P. M.’s have done away with the 
sales necessity. We find that our 
regular customers think much more 
of us and, furthermore, the stock is 
always in a clean liquid shape, with 
the salesmen considerably happier 
because of their increased earning 
power.” 

* * * 


Buying Shoes with 
Waiters’ Tips 


PUZZLING problem was met in 

a unique and interesting man- 
ner by Chester Herold of the Herold 
Shoe Co., San Jose, Cal., a short 
time ago. Carrying a grade of shoes 
higher than the average waiter, 
waitress, barber or bellboy thought 
he or she could afford to buy, he 
asked himself the question—why not 
convert my tips into educating them 
to better shoes, as well as advertis- 
ing the house? 

He therefore had a rubber stamp 
made to stamp on the back of his 
personal business cards these words: 
“In appreciation of your services 
this card good for $1 on any $8.50 
shoe or over if presented on or be- 
fore (date).” 

He had often been in restaurants 
where the waiters did not know who 
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Peoples Ideas) 


( Other 


he was, very few of them wearing 
the shoes he carries on account of 
their conception of the price. In 
stead of tipping in the usual man- 
ner, this was left under the plate, 
the idea being to make the waiter 
a prospect, educate him in the wear- 
ing of better shoes, and at the same 
time making a little publicity stunt 
out of it. 

It paid! 


* * * 


This Postal Card Did 
the Trick 


WHAT a SHOE!! 





We call it “BIG BOY” because 
it has so much style and wear. 


Record buying power at 


s $4 a $595 


Come in and pick a style you'll like at a 
price you'll like, too. 


Capitol Clothes Shop’ 


Bring this card in. Good for 50c during November 
ee 








HEN the men’s shoe business 


gets quiet in the Capitol 
Clothes Shop in Cincinnati, Will 
Jacobson, who leases the depart- 


ment, starts something. While he 





PI. 


by Harry RTerhune 


Jield Editor 





uses newspapers regularly, he also 
gets quick action out of postcard ad- 


vertising. For example, the latter 
part of October he mailed out 
12,000 postals offering a 50-cent re- 
duction if the postal was presented 
when a sale was made in November. 
More than 1000 cards were returned, 
but Mr. Jacobson felt that even a 
greater response would have been 
experienced if the last line, which 
tells of the offer, had been at the 
top. At that, one response out of 
each twelve seems a good average. 
Anyway, it boosted his sales $1,600 
for the month over a year ago. 

When Jacobson took over the de- 
partment five vears ago, it had 
$2,800 worth of stock and an in- 
debtedness of $3,500. Now he has 
four times that stock and it is all 
paid for. “It was fancy shoes for 
the young men that put this depart- 
ment on its feet,” he declared. 
“These boys see only plain shoes in 
their neighborhood and small town 
stores. To get style, they know they 
must come to the big cities, so the 
different stitchings and _  pipings 
catch their eyes, but ten times out 
of twelve they will go out with plain 
shoes on their feet.” 


Men Change Their Shoes 
in This Store 


EELING that every member of 

the store organization is of vital 
importance to its success, Cook & 
Love of Memphis, Tenn., even train 
their porter in the fine art of meet- 
ing the public in an approved man- 
ner. A slipshod porter can undo the 
work of the best salesman just as 
easily as a grouchy cashier can drive 
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Lots of shoes shown, but none hidden, in this G. R. Kinney store in Montgomery, Ala. 
the odd lots are formed and displayed at the right hand side of the doorway. 


BOOT AND SHOE RECORDER 








oD 


yr 


lI 
TI 


MN 
LL || aN 


wi] 






Notice the way 
These are given just as 


much care as are the regular priced goods. 


away trade faster than the best ad- 
vertising can bring it in. 

That is why Cook & Love them- 
selves give and absolutely insist that 
their entire force give the very best 
possible personal service. 

One example of this firm’s con- 
ception of more-than-ordinary ser- 
vice is a small room back of the 
men’s department, set aside for 
those business men who wish to 
change their shoes. Many business 
men, bankers, lawyers and the like, 
have formed the habit of running 
into Cook & Love’s during the mid- 
dle of the day for the purpose of 
changing their footwear. 

In the beginning this idea started 
from a nearby banker who was 
troubled with perspiring feet. He 
jumped at the suggestion, when it 
was made to him, that the store 
would be a convenient place for him 
to change his shoes, and that the 
store would keep his extra shoes and 


trees for him. 
* * * 


Preparing the Salesforce 
for New Styles 


N the Vogue Shop in St. Louis that 

Henry C. Cullum and I visited, 
one of the first things shown us by 
the genial owner, Max Weis, was 
the place where he kept his newly 
ordered samples. This was a locked 
cabinet that was kept in the back of 
his office. One of Mr. Weis’s cus- 


toms when he buys a new shoe is to 
have one pair sent in ahead of the 
regular order, so that his publicity 
department will be ready with proper 
drawings and copy when the shoes 
arrive. The boys on the floor are 
not allowed to see the samples, for 
two reasons: 

If they know what is coming in, 
they are not so apt to sell the shoes 
on the shelves. Then, if they have 
seen the shoes several weeks before 
they are stocked, the feeling is, 
when the shoes arrive, that they are 
old stuff, as the men are quite fa- 
miliar with the style. So the new 
shoes are kept locked up. A few 
reasonings by Mr. Weis: 

“If a $1 pound of candy is worthy 
of a nice box, why isn’t a $10 pair 
of shoes? I know the packages we 
send out add many dollars to the cus- 
tomer valuation of the merchandise 
she purchases, for even the wrap- 
ping paper is distinctive. The shoe 
carton is one especially made for us 
and is well worth the extra price we 
pay for it. Shoes are carefully 
wrapped in clean, fresh tissue paper. 
After a customer has purchased at- 
tractive shoes in an attractive store, 
why shouldn’t she receive them in 
an attractive manner? 

“The fastest way to close a sale is 
to take a salesbook and start to 
write. The boys, knowing this, keep 
their salesbooks right handy. To 
prevent the books from being lost or 
mixed, a small numbered compart- 


ment for each book is right on the 
wrapping desk. I had a little cellu- 
loid window made on the outside of 
each cover, which reveals the man’s 
number. This saves messing the 
books all up with stickers and the 
like. 

“To prevent the glare from the 
showcase light coming into the cus- 
tomer’s face, I fastened four-inch 
strips of mirror to the inside of the 
case. These strips run all around 
the side edges and front of the case. 
They also serve the double purpose 
of allowing the feminine customers 
to peek at themselves.” 


Youth Buys More Pairs 


S. HEPPEL, manager of 
@ the Gus Roos Co. shoe de- 
partment, Dallas, Tex., is of the 
opinion that the present generation 
is changing some of the old shoe 
traditions of the South. He finds 
young men are not satisfied with one 
pair of shoes for business wear and 
another pair for Sunday. There is 
a decided tendency on the part of 
these young men to have two or 
three pairs of shoes for business and 
everyday wear and probably a couple 
of pairs for Sunday. Right now 
they want nothing plain, but have 
to take their patent dress shoes that 
way, because convention demands 
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—with ACROBATS 


you can give better shoe service to 
children—and earn better profits 


, I ‘HIS spring’s new Acrobat line offers merchants 


a really unique opportunity. It enables you to 


give an unusual and highly profitable shoe service 
to a large army of children. 


Acrobats keep children’s feet happy. They are 
not a corrective shoe. Normal feet clad in Acrobats 
will never need corrective shoes. The patented 
Acrobat process provides comfortable protection 
and greater flexibility as well as longer wear. 


Our new line eclipses everything previously 
offered in style and beauty. Sales of the new “In 
Stock” numbers are passing all former records to 
date. Write for the number shown and for our “In 
Stock” Catalog. This department is right on its toes 
to give you prompt service. 


SHAFT-PIERCE SHOE CO. 


243 Third St., Faribault, Minn. 


No. 1043 


In Stock: 5 - 8 BCD 
8%-1Z BCD 
12%4- 2 BCD 


Dark Smoked Blucher Oxford. 
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C*H-ALDEN COMPANY 
| Designers ad ) Makers of Mens Fine Shoes 
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AN UP-TO-DATE CUSTOM MODEL 
“MORLEE” LAST 


Boston Office: lOHigh Street 
Tactory and Executive Oftices 
ABINGTON, MASS. 
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Buckles from our Port, } 


ro clory fo You / 2A 
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CON Weil, Inc. 


LOUIS J. COBLENTZ pres. 





HE wonderful values, which we have given 

you in the past, are going to be completely 
eclipsed this year, due to a new improved meth- 
od of manufacture, exclusive with us. 





Our buckles for 1928 will be better and our 


prices lower than ever before. 


404 MARBRIDGE BLDG. 


47 WEST 34th ST., NEW YORK 





FACTORY, 5, RUE DES MARONITES, PARIS 
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1 UAC I 
Cleaning and Polishing 


¢* 








Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 











Tur SHOE CLEANING MACHINE—MobEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 
power is not available. 





Let us supply you with further particulars 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





Auburn, Maine..............+.- 87 Mai Johnson City, N. Y.........+.+ 276 Main New York, N. Y...........+. 37 Warren 
Ptked ese cus coned 93 Centr: i Bicscodsesictcven ics 306 Broad . Philadelphia, Pa........ 221 North 13th 
Chicago, Il............ 18South Market Marlboro, Mass............. i1 Florence © Rochester, N.Y........-...-+-- 130 Mill 
Cincinnati, Ohio ........... 407 Gilbert § Milwaukee, Wis............. 258 Fourth St. Louis, Mo.............--. 1423 Olive 
i New Orleans, La........... 16 Chartres San Francisco, Cal........:. 859 Mission 
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SWAGGER ics 
PUMPS 

IN STOCK—AT ONCE SHIPMENT 


ERE are the two livest numbers 

on the market today brought 

to you through our policy of latest 

styles with superior quality at lowest 
possible prices. 


Order these sure fire sellers now, and 
get the profits you are entitled to. 


“Swagger” Pumps 
Can be worn four different ways 


Patent, Grey Kid Cuffs, Short Vamp, Spike 
Heel, C Width 


Patent, Grey Kid Cuffs, Balloon, Spike Heel, 
A-C Widths 


Patent, Grey Kid Cuffs, Short Vamp, Cuban 
Heel, A-C Widths 


Patent, Grey Kid Cuffs, Short Vamp, Baby 
Heel, C Width 


Patent, Red Kid Cuffs, Balloon, Spike Heel, 
A-C Widths 


Golden Brown Kid, Honey Beige Silk Kid 
Cuffs, Short Vamp, Spike Heel, C Width “Swagger” Boots 


Golden Brown Kid, Honey Beige Silk Kid Patent, Grey Kid Cuffs, Short Vamp, Spike 
Cuffs, Balloon, Spike Heel, A-C Widths Heel, C Width 


Golden Brown Kid, Honey Beige Silk Kid Mec Wa Cuffs, Short Vamp, Cuban 


Cuffs, Short Vamp, Cuban Heel, A-C ; 
Widths Golden Brown Kid, Rose Blush Kid Cuffs, 
Short Vamp, Spike Heel, C Width 


Golden Brown Kid, Honey Beige Silk Kid Golden Brown Kid, Rose Blush Kid Cuffs, 
Cuffs, Short Vamp, Baby Heel, C Width Short Vamp, Cuban Heel, C Width 


$4.00 $4.25 


Terms—2% 30 days 
Special Discount of 5% on Orders for Solid 36 Pr. Case Lots 


Lazarus Fried & Sons, Inc. 


Established 1879 


118-120 Duane St. New York, N. Y. 
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oot Correction 


isnt ground out. 
of a mill — nor Is It | 














Your customers’ aching, burning feet 
are the bane of your existence — be- 
cause the miseries produced by weak 
af iN arches are attributed to the shoes you 

Pas 5 Ss sell, That’s why you must sell foot cor- 
\\ rection. And correction is a thing 

apart from any non-adjustable support. 


Its a matter of Fit | 
—and ADJUSTMENT 


An arch support, to be corrective, must be fitted 
accurately, to just the right spot, at just the right 
elevation. It must be readjusted to higher elevation 
as the condition improves. It isa simple matter to 
fit and adjust Dr. Scholl’s Corrective Foot Ap- 
pliances with the aid of Dr. Scholl’s Arch Fitter. 


THE SCHOLL MFG. Co., Inc. With Dr. Scholl’s Arch Fitter the ap- 


















































Largest Makers of Foot Appliances in the World pliances are easilyand instantly 
213 W. Schiller St., Chicago adjusted to just the right elevation in : 
62 W. 14th St., New York 112 Adelaide St., E., Toronto 1-4 Giltspur St., London, E.C. just the right place—more accurate than a 
Branches in the leading cities of the World even plaster casts E 


Dr Scholls 


Corrective Foot Appliances 











Third position—Arch fully re- 


First position— Arrest the falling Second position—Raising the ap- - ; ; 
stored to its normal contour 


archwith a Dr.Scholl Appliance pliance as foot condition improves 


ASS ASS 
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When the best efforts of 


a manufacturer are expressed 
in shoes that more than hold 
their own with competition 
—is it surprising that his 
customers are loyal? 


Mitchell -Welch Shoe Co. 


163 Commercial St. 


West Lynn, Mass. 


Boston Salesroom: 89 Bedford Street 


Sold in cases of 
36-pairs on-a-width 
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FOOTWEAR 


TRADE MARK 








37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 


Why Are 6,000 and More Stores 
Merchandising “Wilbur Coon” Shoes? 


Because, first of all, they are interested in 
shoes that GIVE THEM A SAFE AND 
SURE PROFIT. 








Next, customers who are fitted to our 
Specialties always return for additional 
pairs. They love their Ease, Style and 
Better Fitting Qualities. 


J Anca Firter) 


TRADE MARK 








And because they fit feet that were never 
fitted perfectly before. That's the 
corner stone of this business. 





Aunt Polly’s Out Sizes 











No returns. No shelf-warmers. Stock 
100% good—always. Develop trade 
that grows, GROWS, GROWS! 


Made known to millions through our 
national advertising. Backed by a Stock 
Department of 100,000 shoes. 


Write for Catalogue B 
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Who’s Who on the Road 


Homer H. Beals, the New N. S. T. A. Head is “A Reguiar” 
Say Hoosier Staters—Chicago Convention Highlights 


“THE Seventeenth Annual Convention 

of the National Shoe Travelers’ As- 
sociation, held at the Hotel Stevens, 
Chicago, during the days of Jan. 3-5, 
was featured by a rousing vote of 
thanks to the Chicago boys for the 
splendid entertainment accorded visit- 
ing delegates. 





EORGE P. UT- 

LEY manag- 
ing director; and 
Fred W. Moritz, 
general sales man- 
ager of The Harsh- 
Chapline Shoe Co., 
Milwaukee, re- 
turned early this 
year from a South- 
western trip  at- 
tending _ sectional 
sales conferences 
of the “Harshline” 
salesmen held at 
the ‘“Muelbach,” 
Kansas City, and a little later at Hotel 
Baker, Dallas. 


B. SMITH, a member of the New 

¢ York Shoe Travelers’ Associa- 
tion, participated in a fine way a num- 
ber of times during N. S. T. A. Con- 
vention discussions, when forceful di- 
rection needed coupling with splendid 
tact, and assisted constructively in 
making real progress. His nomination 
for the vice-presidency was a finely de- 
served tribute for good work accom- 
plished. 


GROSKIN, of Memphis, who sells 

¢ men’s and boys’ popular priced 
welts for Samuel Brillant of Boston, 
states that he is booking exceptionally 
good business since the first of the year. 
Mr. Groskin’s territory is West Tenne- 
see, Mississippi, Oklahoma and Arkan- 





George P. Utley 








sas. 


B. KERICH, 

e the original 
“Bob Smart” rep- 
resentative in Kan- 
sas and Oklahoma, 
recently returned 
to his territory fol- 
lowing a visit at 
Milwaukee _head- 
quarters, carrying 
his new samples 
and possessed of a 
determination to 
exceed the remark- 
able 1927 figures 
: which he rolled up 
during the past twelve months. Mr. 
Kerich exercises his franchise at the 
polls at Wichita, Kan., but he’s at home 
at all points in his territory, from oil 
fields to corn belt. In addition to being 
a fast seller, he has a record as a fast 
traveler, all of which has a lot to do 
with his standing, not only from the 





\ 
W. B. Kerich 





By HELEN M. HANEY 


sales angle of opening many new ac- 
counts, but likewise in rolling up a vol- 
ume of big proportions. 





HARLIE EVANS, as chairman of 
the big N. S. T. A. Chicago dele- 
gation of 1928, accredited himself well 
during the many difficult situations of 
the convention. Mr. Evans was on the 
ground early and late. His expression 








BEALS DESERVES HIGH 
HONORS 


(By W. F. Crooke, of the Indiana 
Shoe Travelers’ Association) 


(Indiana is justly proud of her native 
son, the new President of the National 
Shoe Travelers’ Association, Homer H. 
Beals. Here are just a few facts about 
Prexy Beals which Mr. Crooke passes on 
to the trade through the columns of the 
Recorder:) 

For the first time in the history of the 
National Association, Indiana was honored 
by a National officer, in 1924, when 
Homer Beals was appointed Chairman of 
the Railroad Committee of the National 
Association. It was during his chairman- 
ship that the Mileage Book Bill was in- 
troduced by U. S. Senator Watson, of 
Indiana; was passed by both Houses of 
Congress, and was signed by President 
Warren G. Harding, making it a law. 

During these years of constructive work 
he attracted the attention of the officials 
of the National Shoe Travelers’ Associa- 
tion, as w as many members of both 
Houses of Congress, who recognized his 
ability and sincerity of purpose. 

N. S. T. A. President Beals was born 
and reared on a farm, seven miles from 
Noblesville, Indiana (where he now re- 
sides). Noblesville is situated im the 
beautiful White River Valley, 20 miles 
north of Indianapolis. Many old-time 
shoe salesmen recall the days when Mr. 
Beals started on the road, noticeably in- 
experienced, as he was oft seen driving 
through the swamps of the Kankakee Val- 
ley and Corn Belt of Illinois with a 
sample wagon loaded with three big shoe 
trunks, drawn by a team of ponies. Few 
dreamed of his ever aspiring to the posi- 
tion which he now holds as President of 
the largest commercial organization in the 
world, and as a salesman of one line of 
merchandise distributed directly to the 
retail trade. 


PRESIDENT OF INDIANA IN 1921 


Homer Beals has held the following 
positions, which have qualified him in a 
general way for the position he now 
holds: 

1921—Elected President of Indiana 

Shoe Travelers’ Association; 
1922—Elected President Indiana Re- 
publican Traveling Men’s Club; 
1922—Elected Vice-President of the 
National Harding and Coolidge 
Club of Traveling Men; 
1926—Appointed ber of C it 
tee to redraft the Constitution 
and By-laws of the National 
Shoe Travelers’ Association. 
1927— Elected Vice-President of the 
National Shoe Travelers’ Asso- 
ciation ; 

Mr. Beals travels in the Middle Western 
States of Indiana, Kentucky and Ohie for 
the Wm. F. Mayo Company, of Boston, 
Mass. His many friends throughout the 
United States wish him success in the 
great responsibility which he has now 
assumed. 

















of good-will at the close of the last ses- 
sion was a manly utterance, reminis- 
cent of those beautiful declarations 
which “Oakey” has made during simi- 
lar gatherings in years gone by. The 
dear old “David Harum” of the trav- 
eling fraternity was much missed at 
the recently held Chicago show. 





ACK WIN K- 

LER, well 
known salesman 
for Hamilton- 
Brown Shoe Com- 
pany, was in 
charge of the sam- 
ple rooms of the 
company in Chi- 
cago during the 
N. S. R. A. Con- 
vention. Winkler, 
who is house sales- \ 
man for the com- . 
pany, is one of the 
most popular boys 
on the selling force. Jack is seen at 
all important conventions, and in St. 
Louis he has been connected for years 
with the style pageants in the capacity 
of shoe fitting expert. No H.-B. show 
has ever been staged without Winkler, 
who places his final approval on the 
footwear just before it makes its ap- 
pearance on the stage. 





Jack Winkler 





BUFFET luncheon at the midday 

recess of the N. S. T. A.-N. S. R. 
A. Chicago Conventions of Jan. 7-12, 
refreshed visiting buyers and their 
friends without loss of time. An in- 
formation booth in the basement of the 
Stevens Hotel gave steady assistance 
along many lines during the four days 
of the N. S. R. A. Convention, and there 
were many more methods by which the 
Chicagoans and other N. S. R. A. mem- 
bers built good-will among the in- 
dustry. -- 


I. SLIPHER. 

e Secretary of 
the Indiana Shoe 
Travelers’ Associa- 
tion, has rejoined 
the salesforce of 
Johansen Bros. 
Shoe Co., St. Louis. 
Prior to his recent 
connection as In- 
diana _ representa- 
tive for the Thomas 
G. Plant Corp., 
from which house 
he resigned on Jan. 
1, 1928, Mr. Sli- 
pher had represented Johansen Bros. in 
Indiana, Ohio, and Michigan, for nine 
years, and writes that “It will be a 
real pleasure to call on my old friends 
with this wonderful line of real style 
shoes.” Mr. Slipher’s headquarters are 
at Room 726, Claypool Hotel, Indian- 
apolis. 








Charles I. Slipher 
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PAT. OFF. 


SOLES 


—Giving the wearer the 
finest crepe sole we Know 
how to make — 1C0% select- 


ed plantation rubber—uni- 
form texture—constant 
quality — all the savings 
of scientific quantity pro- 
- duction — 


WE MEAN VALUE that has 
made the call for ‘‘Rajah’’ 
soles greater today than 
ever before — 




















Pere ss) 


We 


January 21, 1928 


R A. GILBERT 

e will show 

the Gorman, Tarr 

& Waterhouse, 

Lynn, Mass., at 

the Dallas Texas- 

Oklahoma Shoe 

Retailers Associa- 

tion Convention 

and style show at 

Dallas, on Jan. 23- 

25. Mr. Gilbert 

writes from Qua- 

nah, Tex., that the 

R. A. Gilbert business booked on 

his new _ spring 

line is certainly encouraging and that 

all indications point to a big attendance 
at the coming Dallas “meet.” 


CCOMPANIED by George Wood- 
cock of the Sherwood Shoe Co., 
“Gus” Schaub was a prominent figure 
during the recesses of the recently held 
N. S. T. A.-N. S. R. A. Chicago Con- 
ventions, gripping the hands of dozens 
of men with whom he has “fought, bled 
and died” through many years of active 
shoe selling in the Central and Western 
States, back in the days before his nat- 
ural ability advanced him to “head- 
quarters” for the intensive executive 
responsibilities he discharges so cred- 
itably. 
L N. COLBY, factory representative, 
etraveling the eastern part of the 
United States for G. W. Chesbrough, 
who makes shoes for the babies in Roch- 
ester, N. Y., was in Boston during Bos- 
ton Shoe Show week. In additien to 
the Atlantic Coast States and New En- 
gland, he covers Pennsylvania, West 
Virginia, Ohio, Michigan, Indiana, IIli- 
nois, New York and Kentucky. Mr. 
Colby reported that quality will not be 


lowered on the Chesbrough lines for 
1928, as it is important to start the 
little folks’ feet aright, and that the 
advanced material costs will not mean 
a difference at retail of more than 5 
cents or so. Among his new patterns 
for infants are bronze ties and Japanese 
grass one straps; also some very fine 
Irish poplins in pastel shades of wash- 
able materials, as well as washable elk 
leather shoes. Mr. Colby will show at 
the Atlantic City convention. Francis 
S. Cutting of 72 Lincoln Street is the 
Boston representative of the G. W. 
Chesbrough lines. 


oe HIGGINS, who represents 
Beil Bros., with factories in Maine, 
left the East on Jan. 14 for a South- 
land trip as far as Texas, with his new 
line of women’s novelties. 


OHN LUCAS, from New York, said 

“something” every time he took the 
tloor. His work on various committees, 
his clear parliamentary understanding 
of correct procedure, and an ability “to 
get from here to there in a straight 
line,” served as outstanding contribu- 
tions that filled the need more than 
once during N. S. T. A. Association 
Convention discussions. 


IDNEY WITT represents the Bob 

Smart Shoe Co., Milwaukee, Wis., 
in Chicago and northern Illinois. Mr. 
Witt, for the past three years, was ac- 
tive in this territory for the Herman 
Shoe Co. Sidney started his new con- 
nection with an amount of enthusiasm 
which promises results, and with the 
confidence of the trade which he has 
long possessed, the new year started 
auspiciously for him. 
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LLIOTT LA 
MONTAGNE 
covers New Eng- 
land and New 
York States for 
The Menihan Co., 
with New England 
office at the Draper 
Hotel, Northamp- 
ton Mass. Mr. La 
Montagne’s slogan 
for the coming 
twelve months is— 
“Make 1928 a 
Profit Year.” He 
says that he is out 
to counsel his retail trade to make 1928 
a banner year for profit by a larger 
mark-up, by reducing overhead, and by 
getting a greater turn-over. He also 
tells his trade to buy shoes that fit well, 
wear well, and sell well, quickly. Mr. 
La Montagne showed his shoes at the 
Hotel Statler during the Boston Show 
of Jan. 3-5, and reports that his six 
new colors in “smartly styled” genuine 
lizard and alligator shoes, as well as 
new patterns in other leathers, were 
popular numbers. 


Elliott La Montagne 


K. SAVELLS is showing his new 

¢ spring line of Brown Shoe Co. 
shoes to his trade around Memphis and 
western Tennessee. 


A. TUGGLES, who has repre- 
e sented Hoge-Montgomery Co., 
Frankfort, Ky., in Alabama _ and 
Mississippi for the past 20 years, now 
represents the Jarman Shoe Company 
of Nashville, Tenn., and will travel 
Iowa and Nebraska. Mr. Tuggles at- 
tended the N. S. R. A. Chicago Conven- 
tion and then left immediately for his 
new territory. 


In connection with the recently-held semi-annual sales conventions of the St. Louis branches of the International Shoc 
Company—the “gala” banquet nights were featured by the Style Shows which have become important events at thes 
sales conventions. On three successive nights, the Roberts, Johnson and Rand Shoe Company, the Peters Shoe Company 
and the Friedman-Shelby Shoe Company, held their respective Style Shows—at which their individual and distinctiv: 


lines were presented on living models. An instructive description of each shoe accompanied it and the appearance of 

the shoes carried to the salesmen in a convincing way their beauty and fitting qualities. The promenades were divided 

into logical groups and the intermissions filled by professional entertainers. Since over 800 salesmen make up the sales 

divisions of the International Shoe Company—these style shows, given under the direction of E. C. Hyde—style man 
for the International Shoe Company, take on almost the appearance of the big public affairs of this kind. 
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IN STOCK 


In New Spring Styles and Materials 
Goodyear Welts and Special Process Shoes 








“Ina” “Delilah” “Clare” 
Special Process Special Process a | 
Combination Leather Bow B126—Patent Leather... .$4.65  p204—Dart Belge Suede. $5.00 
B206—Honey Beige Kid. .85.00 B136—Beige Calf ...... 4.85 B282—Gray Suede ...... 5.00 
B208S—Plaza Grey Kid... 5.00 B122—Honey Beige Kid.. 5.00 










--- 5.00 
B295—Patent Leather ... 4.75 yw 4 





B575—White Kid ...... 
BS73—Black Satin ..... 4.25 
B5S72—Patent Leather .. 4.25 
*“‘Clare’’ in Cuban and Spanish 
Heels also In Stock. 
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“e 2.39 

“Rosalie” ae nae - ! 

year Welt—Oov. Hee “ ” 
ae Syaee B686—Genuine Taffy Alli- Brooklea t 
B129—Patent Leather .. 84.65 Se 26 4+000ttee once e< $6.50 Goodyear Welt § 

B169—Carmel Baby Croco- 2—G. % 12/8 Cov. Heel 
NET ocidaascesce> 5.25 = > B184—Beice Cult Beige f 
Lizard Calf Trim...... $5.25 r 
b 
( 
t 
o0cccede MMe Me cccowss i 
enna VE ea antene$ a 
Terms: Net 30 Days a 
Send for Stock Catalogue : 
Sl 
THE MENIHAN COMPANY ° 
$s 

SHOEMAKERS FOR WOMEN New England Office: 
Pittsburgh Office: Draper Hotel Ww 
Henry Hotel Rochester, N. Y., U. S. A. Northampton, Mass. m 
W. A. BARNEY ELLIOTT LA MONTAGNE te 
New York Office: 846 Marbridge Bldg. San Francisco Office: Plaza Hotel j 
B. - MO H. S. KUSHIN 
Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JE Cc. E. VanDEGRIFT 
Chicago Office: aepatte Hotel Detroit Office: Book Cadillac Hotel 
F. J. SATEK H. P. CALVEY 
Makers of Menihan Arch-Aid Shoe 









Write for Agency Proposition 
Send for Catalogue for Other Styles In Stock 
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Urges Careful Investigation Before 


Establishing 


Sheridan of Ohio Council 
Says Merchant Owned 
Papers Do Not Pay in 
Smaller Communities 


COLUMBUS, OHIO (UTPS) — George 
V. Sheridan, executive director of the 
Ohio Council of Retail Merchants, who 
has made the subject one of consider- 
able study, believes that retailers in 
communities where a “Shopping News” 
project is considered should pause to 
consider the advantages and disadvan- 
tages of such a plan. He said that, 
judging from the number of inquiries 
received in his office, that about one- 
half of the cities and larger towns in 
the country are contemplating the es- 
tablishment of this comparatively new 
form of direct advertising. Undoubt- 
edly the wide publicity given the re- 
cent Shopping News Developments in 
Dayton, Ohio, has been the factor that 
has stimulated interest in this plan. 

It is fearful that this new interest 
will develop into a popular fad and 
that serious harm will be done in many 
communities which undertake the pro- 
gram without adequate investigation. 

The Ohio Valley Retail Merchants 
Association, which is affiliated with the 
Ohio Council, has been investigating 
the matter, and warnings have been 
sent out to all of its members. Many 
factors should be considered in deter- 
mining if a “Shopping News” would 
be advantageous to any community. 
Certain sound principles concerning 
their operation are gradually develop- 
ing and if these are ignored trouble 
and expense are likely to follow. 

One point is made by Mr. Sheridan, 
and that is that smaller communities, 
those having less than 100,000 popula- 
tion, are not usually a fertile field for 
such ventures. A large number of 
of the inquirers seem to feel that by 
starting a Shopping News merchants 
would acquire a club to hold over the 
management of newspapers in the mat- 
ter of advertising rates. Mr. Sheridan 
is quite positive that such should not 

the case, as a “Shopping News” 
cannot be and should not be used for 
that purpose. 

He calls attention to the fact that 
newspapers, when they have proper 
circulation promotion, are the best 
agency to carry merchandising mes- 
sages to outlying districts and thereby 
Increasing the trading areas of busi- 
hess centers. 

“Shopping News,” according to Mr. 
Sheridan, should be both merchant- 
owned and merchant-controlled. 
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“Shopping News” 


Shoe Man Foils Robbers 


INDIANAPOLIS, IND. (UTPS)—Frank 
A. Vail, manager of the Horuff Shoe 
Store at 155 North Illinois Street, re- 
turned to the store after attending the 
theater and so frustrated an attempt 
to loot the store safe. Men who had 
entered from an adjoining roof by lay- 
ing iron gratings to a second floor win- 
dow in the rear of the building fled at 
Vail’s approach. 








Practical Mrs. Santa 


(Kenosha Dispatch to the Milwaukee 
Journal) 


A well-dressed woman entered 
a shoe store here with a shabbily 
dressed newsboy shivering with 
the cold. 

The woman asked the clerk to 
fit the boy with a pair of shoes 
and throw away the torn tennis 
shoes that he wore. 

“IT can’t bear to see that boy 
suffer in the cold,” she said. 

The shoes cost $4. The woman 
offered a check for $24.50 and re- 
ceived $20.50 in change. She gave 
the newsboy the 50 cents and left 
with him, while the store owner 
marveled at the remarkable dis- 
play of magnanimity on the part 
of the woman. 

Next day the check came back 
marked “no such account.” 











Jesberg Makes Changes 


Los ANGELES, CAL. (UTPS)—Be- 
cause of the fact that the building in 
which their store is located is being 
torn down, Jesberg’s Walk-Over Shops 
have announced the removal of their 
establishment at 618 South Broadway. 
This store is being consolidated with 
Jesberg’s other Los Angeles store at 
716 South Broadway. A large removal 
sale is now in progress at the shop at 
618 South Broadway. 

The officials of this concern have also 
announced the remodeling of their 
Pasadena store, which is at 302 East 
Colorado Street. Owing to the fact 
that Garfield Avenue has been cut 
through to Colorado Street, this shop 
will now be on the corner instead of 
next to the corner store. There will 
be a formal opening of the remodeled 





place on Feb. 1. 
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Storms Help Chicago 
Boot and Rubber Sales 


Cuicaco (UTPS) — The blizzard 
that struck the Middle West during the 
last two days of 1927 added an in- 
creased impetus to the sale of zippers, 
bootees and galoshes. A great many 
of the stores took the opportunity to 
run sales, while in others the prices 
remained stationary. 

Mandle Brothers handled large 
crowds of early and late shoppers who 
were intent upon taking advantage of 
their sale of zippers. The six dollar 
zippers sold for $3.95. 

Mr. Silverman of I. Miller & Sons 
reported that the sale of galoshes was 
not as successful as he had hoped it 
would be. The type of zippers sold 
to the big majority was the low one. 

The outlying neighborhoods profited 
most by the storms for the people of 
these vicinities did not wait to get to 
the city proper. They were afraid to 
brave the high snow and slush, so the 
stores situated in these sections made 
good progress with their supply of 
overshoes. 


To Close Early Saturdays 


Houston, Tex. (UTPS)—Krupp & 
Tuffly, one of the biggest shoe and 
hosiery houses in the Southwest, an- 
nounced this week it would discontinue 
the policy of keeping its store open late 
Saturday evenings. It has been a cus- 
tom for shoe stores to remain open 
here on Saturday nights until 9 o’clock. 
The Krupp & Tuffly company announces 
it will close its store at 6 p. m. The 
company says its new policy will en- 
able its employes to enjoy pleasant 
working hours and at the same time 
permit them to have the rest and recre- 
ation they need. The company made its 
announcement after a careful study of 
the local situation. That investigation 
showed the custom of waiting until late 
Saturdays to make shoe and hosiery 
purchases has passed and that the peo- 
ple of Houston would like to see store 
employes have part of the Saturday 
evenings off like the rest of the people. 


Buy Irvine Shoe Co. 


LITTLE Rock, ArK.—P. E. Duke and 
G. E. Drew have bought the stock and 
fixtures of the W. B. Irvine Shoe Co. 
from the executors of the estate of 
the late Mr. Irvine. The store will be 
known in the future as the D. & D. 
Shoe Co. While the store will continue 
to sell just men’s and boy’s shoes as 
heretofore, a more vigorous sales policy 
will be inaugurated. Mr. Duke is well 
known to the local shoe trade, having 
sold shoes in Little Rock for the past 
17 years. Mr. Drew who has a gen- 
eral store in Lake Village, Ark., will 
not devote much of his time to the new 
venture. 
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Do Your Sample Shoes 
Look Like Close-Outs ? 


ONSTANT handling and repeated show- 
ing soon make sample shoes look like 
close-outs unless they are fitted with Fairy 
Forms. Then their beauty will be retained 
to the last showing; their newness will be 
kept, their shape held. 






Fairy Forms are made of a light weight, 
resilient material called Fairylite, which is 
molded and shrunk over the original lasts 
to reproduce every character line faithfully. 
They bring out all the beauty of display 
models because they fit perfectly. 










Customers instinctively like a Fairy Formed 
shoe because it pleases the eye. That’s why 
it sells quicker than shoes that are not 
formed. 








You can secure Fairy Forms from your 
manufacturer. He will gladly supply them 
for vour display models upon request. 








SEE FAIRY 
FORMS AT OUR 
EXHIBIT 








Middle Atlantic Shoe Retailers Ass’n Exhibition 
Atlantic City, Jan. 23, 24, 25 
Ambassador Hotel, Booth 28 









Fairy Forms are fully protected by 
American and Foreign Patents. 
Users and producers of infringing 
shoe forms are liable to suit for 
damages, profits and injunctions. 














THE SHOE FORM CO., Inc. 
Auburn, N. Y. 
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We’re Loaded with Business, but Have 


Room for More 


You can always feel happy about plac- 
ing an order with A. Fisher & Son, 
Inc.— 

No matter how busy we are there’s 
always room for one more. You see, 
with lots to do, we feel good; folks in 
the factory feel good—plenty of work 
ahead. It’s a tribute to our workers’ 
skill to see more new work coming 
through all the time. It’s a tribute to 
Fisher Service—a mark of apprecia- 
tion from buyers everywhere. 

We've been at capacity for many 
months now and expect to keep right 
on—If you need some shoes, however, 
ask us to help you out. 

We make KINGFISHER and 
LUXUREST SHOES. Comfort Foot- 
wear for Women, very Comfortable 
Footwear for Men. Turns, Welts, 
McKays, _ Stitchdowns. 
Stock catalogue on request 
—boys on the road to 
show you the entire line 
if you request it. 






We've been at it for a 
quarter of a century— 
still going strong. 


CH) (FISHER,K SON INC 


STONEHAM, MASS. 


Makers of Comfort Footwear 
WELTS—TURNS—McKA YS—STITCHDOWNS 


January 21, 1928 
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New Insert for Ohio 
Valley Merchants 


CoLUMBUS, OHIO (UTPS) — Secre- 
tary C. E. Dittmer of the Ohio Valley 
Retail Shoe Dealers’ Association has 
sent out to the members of that or- 
ganization a suggestion for an insert 
to be enclosed in all wrapped packages 
and mail sent out by retail shoe deal- 
ers, which, he believes, if used will go 
a long way toward eliminating misun- 
derstandings with customers relative 
to patent leather and satin shoes. The 
insert is as follows: “Patent finished 
shoes and satins are made of materials 
of which the manufacturer is abso- 
lutely unable to ascertain the wearing 
qualities and he is therefore unable to 
give any guarantee whatsover with 
shoes made of these materials. Our ad- 
vice to the wearers of patent leather 
is to keep them well polished using 
only a soft cream dressing. Satin 
shoes should be kept well brushed and 
a good satin lustre used.” 

Many of the retailers in Ohio and 
adjoining states comprised in the asso- 
ciation have ordered large quantities of 
these inserts for use in their business. 


Changes in Brager Dept. 


BALTIMORE, Mp. (UTPS)—Max Eich- 
berg & Sons, who are now operating 
under lease, the footwear departments 
of the Brager Co., Eutaw and Saratoga 
Streets, plans to transfer the women’s 
and children’s shoe departments to the 
second floor of the store. They are at 
present located on the main floor, near 
one of the main entrances. When the 
change is effected the women’s and 
children’s shoe departments will be 
back again where they had been for a 
great many years until several months 
ago, when they were placed on the 
main floor. The change was made while 
Norman Davis was buyer of footwear 
for Brager of Baltimore. The business 
changed hands a few months ago and 
is now owned and operated by the 
American Department Stores Co., from 
whom Max Eichberg & Sons have 
leased the footwear departments. Ben 
Du Bois is in active charge of the de- 
partments. 


Closes Out Men’s Shoes 


MiAMI, FLa. (UTPS)—“The Boot- 
ery” located on East Flagler Street, 
Miami, and one of the oldest shoe shops 
in the city, is closing out its entire 
line of men’s footwear. “This,” said 
‘David Cowen, president of the corpora- 
tion, “is because we have learned that 
this is not a satisfactory location in 
which to handle men’s shoes.” From 
now on this store will feature only 
women’s novelty shoes. 


Miller with Kempner 


Hot SprInGs NATIONAL PARK, ARK. 
—Earl F. Miller has recently been ap- 
pointed manager of the Ike Kempner 
& Bro. store here. Mr. Miller is an 
old Little Rock boy, having spent 15 
years there in the shoe business pre- 
vious to his taking several important 
positions on the Pacific Coast. 








The Reptile’s Lament 
By Gertrude C. Metzger 


Long we dwelt among the jungles, 
Not a prey to anyone, 

Happy, free and unmolested, 
Dying when our day was done. 
Now and then a hunting party, 
From afar away—white men, 
Would penetrate our territory, 
Hunting for a specimen. 

Little did we fear those hunters, 
For we could elude their aim, 
Which was not to kill or harm, 
But to capture and to charm, 
Their intentions all the same, 
Not for fortune, but for fame. 





Now progressive kings of com- 
merce, 

Find our skins are good to use; 

They hunt and catch us, kill and 
skin us, 

And make us into women’s shoes. 

They've entered our retreats and 
lairs, 

And caught us by the dozens, 

They’ve taken many unawares, 

Our uncles, aunts, and cousins; 

And if we don’t watch out and 
listen, 

We'll all soon be among the miss- 


ing; 
They'll catch us, kill us, skin us, 
tan us, 

Pack us, sell us, ship us, land us, 
And when they’ve done all that, 
h! Curses! 
They'll make us into 

purses. 





bags and 





And coats, and hats, and gloves, 
and boots, 

And cushioned chairs, or flyers’ 
suits, 

For everywhere 

passed, 

That reptile leathers 


word is 


and 


the 
wear 


ast; 

And jungle snakeskins will be 
bought, 

For novelties of every sort; 

And when they've caught enough 
of us, 

They'll line their motor-cars with 
us; 

Then other uses too they'll find, 

For reptile skins of every kind; 

Worldwide demand will be so 
great, 

’Tis useless to bewail our fate, 

Our jungle homes they'll leave 
bereft, 

There won't be any of us left! 








Suedes and Alligators 


LOUISVILLE, Ky.—Black and brown 
suedes in opera and stepin pumps in 
grades from $16 up, are forming the 
bulk of 


Lathan. Closely following in popu- 
larity are the $25 alligators made on 
the same type paterns. As the ma- 
jority of customers are buying buckles 
costing from $5 to $25 a pair to adorn 
these shoes and are buying more than 


one pair at a time, the total of each | 


individual sales check is quite gratify- 
ing. 








shoe sales at the Besten & | 
Langer store, according to the pro- | 
prietor of the shoe department, J. W. | 


Providence Walk-Over 


Remodeling Store 


PROVIDENCE, R. I. (UTPS)—The 
Walk-Over shoe store, this city, which 
was driven from its former location 


| last spring by a fire which gutted the 
| entire store, has now chosen its tem- 
| porary location as a permanent one. 


After the fire they took quarters at 
340 Westminster Street. 

Thomas J. Purvis, manager, states 
that plans are now on foot to remodel 
the store and install fixtures. In the 
middle of the store is to be constructed 
a stairway leading to the basement 
where they are to install a department 
of lower-priced shoes. This will be 
on the style of a bargain basement. 
In their former store, they had made a 
reject department in a very small space 
from which they sold irregulars, im- 
perfect shoes and such. The _ idea 
proved popular and this basement 
project is really an enlargement of the 
same idea. From the street floor will 
be sold only the high quality shoes. 

Mr. Purvis expects work to start 
about the first of February and to be 
completed for the Easter business. 


A. B. Smith Dead 


NASHVILLE, TENN. (UTPS)—Alvin 
B. Smith, 60, who since 1909 had been 
manager of the Castner-Knott Dry 
Goods Company shoe department, died 
at his home, 3511 Central Avenue, 
Saturday, Jan. 7, following an illness 
of several months. 

Soon after coming to Nashville, Mr. 
Smith became affiliated with the Adams 
Shoe Company. His next connection 
was with Cline & Gordon. He later be- 
came a traveling salesman for the 
Rice & Hutchins Shoe Company of 
Cincinnati; was at one time a member 
of the Brown Shoe Company and before 
taking charge of the Castner-Knott 
shoe department was manager of the 
Staley Shoe Store. He had also been 
a member of the Smith, Crittenden & 
Moore firm at one time. 

Mr. Smith came to Nashville from 
Franklin, Ky. He removed here in the 
early nineties to attend business col- 
lege, and on the completion of his 
course secured a position as salesman 
in a retail shoe store. Mr. Smith mar- 
ried Miss Carrie A. Benedict of Nash- 
ville in 1898. His wife and daughter, 
Mrs. Gordon Lunsford, and _ three 
grandchildren survive him. 

A leader in the civic and religious 
life of the city, Mr. Smith had many 
friends. He was a Mason, a Shriner 
and a member of the order of Red Men. 
Funeral services were held at the home 
Monday. 


Goldberg Buys Grossman 


CLEVELAND, OHIO (UTPS)—Joe 
Grossman’s shoe store at East 123rd 
Street and Superior Avenue, Cleveland, 
Ohio, was recently taken over by Meyer 
Goldberg and is now being operated as 
one of “Golde’s” shoe stores. The open 
placque display method is being used as 
at the main Prospect Avenue store. 
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A delightful 
SIDE GORE 
Shoe for Sprin 

Large size print 
of this model 
sent on request. 








Branch of EVERLASTIK, Ine. 
CHELSEA, MASS 


HUB GORE MAKERS 
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Black Patent Leather 
Lizard trim on side 
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Complete Remodeling 


of Main Stone Store 


CLEVELAND, OHIO (UTPS)—Stone’s 
shoe store, 312 Euclid Avenue, Cleve- 
land, Ohio, main unit of the Stone’s 
chain of four stores, is being complete- 
ly remodeled and _ redecorated _with 
many new features in the arrange- 
ment. Front display windows have 
been changed and improved consider- 
ably with a newly finished panel back- 
ground, cut-in windows and draperies 
of black and gold. Outside the store, 
over the entrance way, a new Sun Ray 
gas sign was recently put up with its 
added distinction and more pretentious 
atmosphere. 

Redecorating of the second floor of 
the store, featuring children’s shoes, 
has been completed with side walls of 
mottled gold, light gray ceiling, and a 
border of blue graduating into irri- 
descent sunset hues. This finish has 
brought out a great improvement in 
appearance. 

The first floor of the store finds the 
most radical changes of all in progress. 
Work is still going on here and com- 
pletion will not be made for many days 
yet. However, E. A. Clark, buyer and 
manager of the store, revealed plans 
which call for an entire new linoleum 
floor covering, oriental design - rugs, 
light walnut finish, and many changes 
in fixtures. Seats, previously arranged 
in rows lengthwise, will be changed in 
favor of a crosswise arrangement, giv- 
ing the store a greater seating capacity 
and a more attractive atmosphere. 
These seats will be finished in light 
walnut to match the color scheme. 

The wrapping counter, which has 
held a rear center location, will be re- 
placed by a larger and more efficient 
one at the side. The new hosiery de- 
partment will be set up in the center of 
the store and will embody many new 
features and more space made _ neces- 
sary by the growth of Stone’s hosiery 
business. Mr. Clark states that all 
new cases will be installed in this de- 
partment. 

Regular shelves, along the sides of 
the big room, will not be altered to any 
appreciable extent, but in the center 
many low-shelved cases will replace the 
old ones. Other improvements will be 
made throughout and the finished sales 
room promises to be efficient, up-to- 
date, and of exceptionally handsome 
design. 


Tidewater Men Meet 


RICHMOND, VA. (UTPS)—The Tide- 
water Retail Shoe Dealers Association 
of Virginia held its regular monthly 
meeting at the French Boot’ Shop on 
Granby Street, Norfolk, Va., with the 
president of the association, O. L. Bon- 
ney, presiding. In the absence of 
George W. Wray, of Carter-Wray in 
New York, Mr. Nagel, of S. J. Thomas 
& Company, acted as secretary. 

Several papers of interest to the 
shoe trade were read by members, in- 
cluding one or two from the Middle 
Atlantic Shoe Dealers Association, of 
which the members of the local organ- 
ization are likewise members. 

_ The election of officers for the com- 
Ing year will take place at the next 
regular meeting, on the second Tues- 
day of February, and on the second 
Tuesday of March the association will 
hold its annual banquet, at which the 
installation of officers will take place. 





This is the $500, first prize winning, 
three-window display of A. E. Starr 
Co., Zanesville, Ohio, trimmed by C. M. 
Schrider, in the recently held Ault- 
Williamson Shoe Co. $1,500 contest. 
The judges were: A. H. Geuting, 
president of the N. S. R. A.; C. E. 
Williams, president of the C. E. Wil- 
liams Shoe Co., of St. Louis, and vice- 
president of the N. S. R. A., and W. E. 
Shine, president of the Southeastern 
Shoe Retailers’ Association. The second 





Starr Wins $500 for Best Window Trim 





prize of $250 was won by the Glass- 
Block Shoe Co. of Duluth, Minn., and 
was trimmed by Harold A. Grinden, 
display manager. The third prize of 
$100 was awarded to the Jahraus- 
Braun Co. of Buffalo; fourth prize of 
$50 went to Murkland’s of Beloit, Wis., 
and was trimmed by R. M. Ball; W. H. 
Hamlin of Utica, N. Y., won the fifth 
prize of $25. The judges worked inde- 
pendently, and the results of their de- 
cisions were averaged 





Winter Stocks Clean; Sales 
May Be Unnecessary 


CINCINNATI, OHIO.—Some retail shoe 
dealers are beginning their semi-an- 
nual sales, while others will not in- 
augurate theirs until the last week of 
January. Stocks are pretty well cleaned 
up and one merchant said that he 
might not be forced to put on a sale, 
as December was an_ exceptionally 
good month and sales since the first of 
January have far exceeded expecta- 
tions. Cold weather is holding on and 
boots of every description continue to 
move. Brown suede has been the best 
single mover with one large retail mer- 
chant during the past seven days, and 
patent leather and kid are selling well. 
Some merchants prophesy that spring 
will be one of the biggest light color 
seasons they have had, while others are 
relying on black and dark brown to do 
their share. 

The Mabley & Carew Co. is doing a 
nice amount of after-holiday business 
on brown suede, according to Mr. 
Boese, shoe department manager. Black 
patent is holding up well at Mabley’s 
and boots are still going strong. Brown 
suede will continue good through the 
spring, Mr. Boese thinks, and black 
satin will be worn to a great extent. 
Honey beige, according to Mr. Boese, 
will be one of spring’s leading shades. 
The children’s and misses’ shoe busi- 
ness is very good at the moment, H. 
Gordon, manager of Potter’s Sub-Deb 
Department, reports. A very large ma- 





jority of the net sales in this depart- 











ment during the past few weeks have 
been on oxfords. A_ sprinkling of 
every kind of material is moving, Mr. 
Gordon said, with calf best. This de- 
partment specializes in good footwear 
for children and misses from nine to 
sixteen, and Mr. Gordon said that boots 
have moved exceptionally well. 





To Consolidate Spence 
Shops March 1 


KNOXVILLE, TENN. (UTPS)—The 
consolidation of the two Spence stores 
—the Spence Shoe Co. and The Boot- 
erie—which will become effective about 
March 1, will bring under one roof two 
of the most comprehensive stocks in the 
city. Announcement was made the lat- 
ter part of December to the effect that 
the Spence Trunk & Leather Co., 
which occupied a portion of The Boot- 
erie floor space at 508 Gay Street, 
would be removed to a Market Street 
building and the Spence Shoe Co. be 
merged with The Booterie, the organi- 
zation to operate under the name of 
the Spence Booterie. 

The Booterie has heretofore han- 
dled only the finer lines of women’s 
shoes and the other store men’s, 
women’s and children’s. The Booterie 
is to undergo extensive remodeling, 
which will begin in February, to be 
completed by March 1. The store is 
to be departmentalized, with greatly 
increased facilities for serving the 
public, and plans promise one of the 
most complete and attractive shoe, 
houses in the city. 
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A popular pattern made by the 
Mouvelle Process—one of the 
featured spring patterns. 









To make an occasional “unusual” model is the simplest 





thing in the world—but to have the reputation of always 






producing Unusual and Distinctive Models is something 





to be proud of! 






C. P. FORD & CO., INC. 
ROCHESTER 
New York 














Greeley Boudoirs Are 
Different 


That is what they say when they 
ih have tried them. I have been 
ae ~oe , \ proclaiming them superior in 
evs - \ quality, and repeat orders from 
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S a Gs {ll | x = everywhere prove I am 
fii right. Give my line a 
trial. Black and colors. 








Leather or rubber heels 





Deliveries At Once 


A. W. GREELEY 


ror 12 Duncan Street . Haverhill, Mass. Be 
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It “Stays Put” 


The first thing a man notices when he 
steps into a Copeg-Arch shoe is the 
pleasingly snug fit at the instep. This 
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GROPING IN THE DARK 
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Time was when the purchase of advertising space was 
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& is due to the double lasting—and, for Za Re at ae oe 
=< the same reason, plus the double- YN means of checking a publisher’s statement of circulation 
eh) thick insole, it stays snug and the NE and often these figures om unreliable. 

XN shoe as a whole retains its shape. \ In six years the Audit Bureau of Circulation has 


solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able t 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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This shoe will “stay put” with your 
trade. 
Write for the whole story. 


The Copeland & Ryder Co. 


Jefferson, Wisconsin 
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7 Sor the Youn ger Smart Set 


MEYER BROS. SHOE CO., Inc. 
Successors to Reyem Shoe Mfg. Co., Inc. 


presents 


a distinctly new and finer line 
of Welts for Young Folks, crafted 
and styled in the manner and 
spirit of the Younger Smart Set 





These intrinsically fine welts 
are in three groups. 








MUSCLE BUILDER SHOES 


for Juveniles 


JUNIOR LEAGUE SHOES 


for the Younger Smart Set 


TAILORED AND SPORT MODES 
for the Modern Woman 


THIS ENSEMBLE WILL BE 
THE TALK OF THE 
ATLANTIC CITY CONVENTION 


SEE THE DISPLAY THERE, 
IN ROOM 251 
AND BOOTH 62B 
OF THE AMBASSADOR HOTEL 
ATLANTIC CiTY 

















76 BOOT AND SHOE RECORDER 


January 21, 1928 








WHERE TO BUY 
Men’s Shoes 





SHOES and RUBBERS 


Every Wednesday and Friday 




















SHOE 


ror MEN 
() M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 
B. W. COOK, Presiden: 


Syracuse, N. Y., U. B. A. 
MEN’S FINE SHOES EXCLUSIVELY 


























BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
Carried Steck 


WHITMAN, MASS. 
‘Che apa pa 
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Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, JANUARY 21, 1928 


EVERY WEEK 





Cincinnati Is 
Preparing for 
Capacity Run 


CINCINNATI, 
local shoe factories has _ increased 
slightly during the past week and man- 
ufacturers are preparing for a capacity 
run when results from the Chicago 
Style Show start coming in. Manufac- 
turing officials report an advance in 
shoe prices is inevitable within the next 
few weeks, as leather stocks of manu- 
facturers are running low, with leather 
prices advancing to a new height. Some 
predict the new advance in prices will 
not exceed 15c. a pair, while others 
think the increase will be 35c. to 50c. 
Orders on hand are not as large at 
present as manufacturers had antici- 
pated, although bookings are showing 
marked improvements over those of a 
few weeks ago. Local wholesalers and 
jobbers are experiencing a rather quiet 
period. Brown suede is expected to be 
among the leaders for early spring and 
black patent and kid are being counted 
on for good business. 

Pumps and one-straps are the lead- 
ing patterns at the Stern-Auer Shoe 
Co., according to A. Ballinger. Brown 
suede, brown and black kid and black 
patent are very good with Stern-Auer 
at present, and Mr. Ballinger expects 
them to be good all through spring. 
Light shades of calf and kid are being 
played to a certain extent but brown 
is getting the biggest play at the mo- 
ment. 

“Brown suede is getting more atten- 
tion at our plant right now than any 
other one thing,” reported Mr. Peck 
of the Reisenberger, Wolf & Peck Co. 
“Honey beige and gray are making a 
very good start and we expect plenty of 
orders on these two shades as soon as 
the season is under way. One and two- 
straps and pumps are now being ac- 
cepted as spring’s best bets in pat- 
terns,” Mr. Peck said, “although lots 
of orders are coming in for immediate 
shipment on oxfords.” 


Another Conrad Expansion 


BrRocKTON, Mass.—Still further in- 
creasing its production and its line, the 
Conrad Shoe Co., which recently began 
manufacture in its second factory here, 
producing women’s medium grade 
welts, has started cutting on growing 
misses’ and growing boys’ welts, and, 
with the exception of footwear for in- 
fants, it now is turning out every kind 
and grade of footwear in its local 
plants. Production has been increased 
in its main plant, where men’s good 
welts are being manufactured, and the 
company now has on its payroll upward 
of seventy-five additional hands since 
it began its new run in late December. 


OHIO — Production at | 





Haverhill Plants Much 


Busier; Orders Increase 


Styles Are Stabilized and Labor 
Troubles Smoothed Out 


HAVERHILL, Mass.—A much _im- 
proved manufacturing condition is re- 
vealed in the local shoe industry fol- 
lowing the style show season and with 
the fast stabilization of local labor con- 
ditions. The trade gatherings in the 
Boston and Chicago markets served 
definitely to settle styles and buying 
policies and relieved a much misunder- 
stood trade condition. Local industrial 
conditions are less strained and return 
to full normalcy before the season is 
far advanced seems assured. Manu- 
facturers who hesitated writing much 
business in the Boston market went to 
Chicago reassured and were successful 
in diverting substantial business to 
local plants. 

Asa natural consequence of the meet- 
ing of buyers and manufacturers, pat- 
tern shops are launched into their busy 
season. The spring shoes run to the one- 
strap, ties and pumps. Light, dainty 
effects in all these types are being pro- 
duced, with patent leather, the new 
light shades of kid, calf and suede 
leathers being used. Upper leather is 
ascending steadily and frequent price 
revisions are being quoted roadmen. 
Patent leather in combination with 
brilliant shades of kid and novelty 
leathers is noticeable. Honey beige, 
gray and white jade are the popular 
kid colors. 

Cutting operations have increased 
steadily since the opening of the year 
and the upward swing of production is 
becoming generally noted. 


Arthur W. Taber Dead 


BROCKTON, Mass.—Arthur W. Taber, 
for more than thirty years superin- 
tendent of and buyer inthe sole leather 
department of the C. A. Eaton Shoe 
Co., died Jan. 10 at his home here after 
a long period of failing health. He was 
in his sixty-second year. Mr. Taber 
was a native of this city, graduated 
from the public and high schools here, 
and then entered the shoe business, 
rising rapidly to the position of buyer 
and later superintendent at the Eaton 
plant. Outside of his business inter- 
ests he found time to represent the city, 
having served as a councilman and also 
as chairman of the Republican city com- 
mittee and the board of survey. He 
was prominent in several clubs. He is 
survived by his wife, Elizabeth E., and 
two brothers, George E. and Horace 
Taber. There also is a sister, Miss Nel- 
lie Taber, of Lynn. The funeral was 
held Jan. 18, with interment in this 
city. 





S Ses GO Mas Cote 25 om be me Ce] 


2. 
= 


ase 


abor 


im- 
is re- 
r fol- 

with 
> con- 
n the 


erved 
uying 
nder- 
strial 
eturn 
on is 


fanu- 
much 
nt to 
assful 
ss to 


meet- 
, pat- 
busy 
P one- 
lainty 
y pro- 
new 
suede 
ier is 
price 
dmen. 
with 
velty 
beige, 
pular 


eased 
- year 
ion is 


id 


Taber, 
perin- 
sather 

Shoe 
after 
[le was 
Taber 
luated 

here, 
siness, 
buyer 
Eaton 
inter- 
e city, 
d also 
y com- 


Jorace 
s Nel- 
1] was 
n this 


January 21, 1928 


BOOT AND SHOE RECORDER 











Carton Bell-Hop 


Twixt dances over the Keith Theater 
circuit, this lady bell-hop, clad in green 
velvet and gold, with kid shoes in that 
shade, appeared “on the boards” during 
Boston Style Show Week, with samples 
of Frank C. Meyer Co., Inc., cartons. 
The idea was that of Edward Howard, 
general manager of the Lynn, Mass., 
branch of this 40-year-old Brooklyn, 
N. Y., house. The Lynn plant was in- 
stalled last May, at the suggestion of 
Mr. Howard, then industrial manager 
of the Chamber of Commerce, and has 
increased its space twice in seven 
months 





Production Is Steadily 
Increasing in Brockton 


BROCKTON, Mass.—Steadily increas- 
ing production was reported from 
Brockton and the Rockland-Whitman 
centers during the week just closed, 


and there now is not a single factory 


idle, although some of the plants turn- 
ing out the jobbing shoes are not so 
usy. 

Plants making better grades of shoes 
are continuing to remain open prac- 
tically the full day, but union offices 
here report a surplus of workers. Most 
of the cutters are employed, however, 
although not on full time, but the fact 
that nearly 4ll of this craft are placed 
is a helpful sign, the local agent re- 
ports. Shipments for the month show 
a@ good gain. 


Brown Meet at Seattle 


SEATTLE, WaSH. (UTPS) — T. F. 
James, vice-president of the Brown 
Shoe Company of St. Louis, was the 
principal speaker at the sales congress 
a at the New Washington 
ote 

Managers of the Buster Brown shoe 
stores from the key cities of the Pacific 
Northwest were present and viewed 
the wonderful display of spring styles 
and were also well repaid for their 
time in listening to the various im- 
portant phases of the shoe business 
which were discussed. 


Lynn Expects Volume 
Business at Higher Prices 


LYNN, Mass.—Lynn is making a 
good start on the new year, with pros- 
pects of a rising tide of sales as spring 
comes on. The weight of reports so 
far indicates a liberal buying of shoes 
at higher prices. Easter comes April 
8 this year, or two weeks earlier than 
a year ago. This may prompt early 
ordering. Besides, there is the winter 
resort business, already well under 
way and in considerable volume. 


| Prices continue firm. A maker of 
| popular novelties reports that he is 
paying 12c. more a pair for outsoles 
than a year ago, 3c. more a pair for 
insoles, and several cents more a foot 
for upper leather, the exact amount of 
the increase on upper stock being de- 
pendent upon its style value. The 
spread of prices, from high to low, is 
doubtless as extreme as 
grades have moved up to a new high 
point, and on the other hand the pro- 
duction of low price shoes continues to 
flourish. 

In the fine lines, there is elaboration 
of footwear, presenting shoes of star- 
tling color contrast, such, for instance, 
as gold and black and silver and or- 
ange, and, also, astonishing trimmings 
of apple green, azure blue and Castil- 
ian red or flamingo. Popular grade 
lines are strong on the simpler ef- 
fects, as, for instance, patent leather 
shoes with trimmings of clever pat- 

tern and contrasting color. Thread and 
needle effects feature many shoes. 
| “Look to the fit of shoes,” advises 
| Henry Wood of the Gardiner of Lynn 
factory of the United Last Co. “Sizes 
are running a width narrower. It looks 
as if feet were getting more slender 
| aS women ride more in automobiles. 
| This opinion, of course, is subject to 

the practice of fitting shoes a size 
| longer and a width narrower, and, also, 
| to the change from cotton to silk 
| stockings.” A number of Lynners are 
| convinced that the automobile is in- 
| fluencing footwear. Some credit high 
heels to the influence of the automo- 
bile. Most everybody agrees that the 
automobile, as used for transporting 
shoppers, has increased the sales of 
novelty shoes. 

Bert Blake of the Watson Shoe Co. 
| says the automobile has led to an in- 
| erease in out-of-door pastimes, with a 
| consequent increase in the demand for 
| sport and recreation shoes. New sam- 
| ples in the Watson line present “gal- 
| lery” shoes, of dressy sport types for 
| those who follow the golf or tennis 
| matches, or attend the country clubs. 


A zebra sandal, for growing girls, is 
proving a popular product of the Bur- 
dett factory. Collella & Leighton has 
contrived a dinner dance pump, green 
on one side, golden on the other, of 

a symmetric design, one that the jaz- 
ziest dancer cannot kick off. T. J. 
Sullivan has finished a run of 20,000 
pairs of bandit boots. Evans of Wake- 
field continues to make cowboy boots. 
Business with machinery and supplies 
firms is quite brisk. Much new equip- 
ment is being set up in Lynn factories 
to facilitate production. 











Lynn has | 
| seen, for on one hand makers of fine | 


WHERE TO BUY 
Men’s Shoes 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They'ee Cot te Be Stetsons 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN ROBINSON 
NorTHAMPTON, ENG. 


Representative: 
F. D. Connor, Manchester, N. H. 


Cee 
50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. co. 
Rockland, Mass. = 























HAND TAILORED 
HAND LASTED 


toons F-REYNOLDsS Coom, 
BROCKTON MASSE 


WHERE TO BUY 
Shoe Buckles 


Trirart & De ALTERIIS 


Importere and Manufacturers 


of 
CUT STEEL BEADED 
RHINESTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 


Y¥oe—VEITH———"> 7 


Ee CUT STEEL— 
IMITATION STEEL 
1 BEADED 
SHOE BUCKLES 
Ta. & H. VEITH, INC. 


—Im porters— 
oe 9-11 East 38th, New York 





PETPEBESODEEGHESEHDOEOOHOHEOES 
CUT STEEL 
BEADED-RHINESTONE 


ees Different” 
mporters 


BAUER & MANN 
3 West 29th St., New York 


| 0OOOO000000666666066600000 
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WHERE TO BUY 


Shoe Price Ticket Holders 


A 8 8 8 OF EA EP 










td | 
POLLY CLIP | 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Small, neat, everlasting. Now used by 
first class shoe stores. Gross $5. Half 
} 
' 


= $2.75. hae with trial order. 
fund if unsatisfa tori 
M. D. POLLI GER CO. 
416 Victoria Bidg., St. Louis, Mo. 














WHERE TO BUY 


Men’s & Women’s 
Slippers | 











PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, et Brocades and in Patterns. 


Men's All Leather House Slippers 



















turn; sebper heel; 
rights lefts: 3 to 9 


we. Pe SMITH 
325 Monroe Street 


Chicago, tt. 








"Of the Better Grade 
For the Better Trade 














Giving the Reptiles a Ride 





While the commoner use of reptile skins in shoes, handbags, 


water-snake, set off by trimmings of galuchat or shark hide. 


hats and 
even coats for women is well known, the footwear and garment trades 
are getting some competition for the hides of crawling creatures from 
the automotive industry. Here is a French made Panhard-Levassor car, 
4 cylinder, 28 horsepower (French rating), lined with lustrous Alpina 


It was 


shown at the Hotel Commodore, New York, during the automobile show, 
January 7 to 14 





Rockhill Is Miller’s 
General Salesmanager 


AKRON, OHIO — William F. Pfeiffer, 
general manager of the Miller Rubber 
Company has announced that com- 
mencing Jan. 1, L. C. Rockhill joined 
the company as its general sales man- 
ager, and as further addition to the 
department, there will be associated 
with him: W. C. Behoteguy, G. E. 
Brunner, G. S. Earsoman and F. W. 
Lohmann. 


F. C. Millhoff remains with the com- | 


pany. Mr. Rockhill was graduated 
from Mount Union College, 1906; he 
was advertising solicitor for a Cleve- 
land newspaper one year, and joined 
Goodyear in 1907. He was successive- 
ly manager of factory repair depart- 
ment; assistant manager, automobile 
tire department; manager, aeronautics 
department; manager, automobile tire 
department; manager, merchandising 
department. He was appointed sales 
manager in 1919 and has held that title 
since. He is a charter member of the 
American Society of Sales Executives, 
and a past director and member of 
the Board of Councilors of the Ameri- 
can Management Association. 


Harry Vollrath Honored 


CINCINNATI, OHIO—A farewell din- 
ner party was given last Saturday 
night at the Cincinnati Club in honor 
of Harry Vollrath, who for the past 
seven years has been buyer and man- 
ager of Pogue’s shoe department and 
resigned in order to open a men’s shoe 
and clothing business in Kansas City. 
The dinner was given by the local Shoe 
Retailers Association, an organization 
of which Mr. Vollrath is past president. 
The speaker of the evening was Her- 
bert Lape, president of the Julian & 
Kokenge Co., and a beautiful piece of 
Rookwood pottery was presented in the 
name of the association by Harry Mr- 
Laughlin, vice-president of the Potter 
Shoe Co. 





Ernest Bowman Dies 


RICHMOND, Va. (UTPS)—Ernest s. 
Bowman, for twenty years a director 
of the Craddock-Terry Company at 
Lynchburg, Va., dropped dead at the 
jobbing house just as he was preparing 
to leave for home. He is survived by 
his widow; a brother, Howard L. 
Bowman, of Baltimore, and three sis- 
ters, Mrs. A. C. Itte of Boston, Miss 
Willie Bowman of Lynchburg, and Mrs. 
W. R. L. Smith of Norfolk. 


More Colorful Shoes 


at International Revue 


St. Louis, Mo.—The recently held 
three-night style revues of the Inter- 
national Shoe Co.’s semi-annual sales 
conventions of the three branches of 
this house, the Roberts, Johnson & 
Rand Shoe Co., the Peters Shoe Co., 
and the Friedman-Shelby Shoe Co., 
featured on living models their indi- 
vidual and distinctive spring lines. A 
tendency toward fancier patterns and 
also toward a _ generous proportion 
of more colorful and lighter colored 
footwear was noted. Strap effects led. 
Ties played a conspicuous second part 
with pumps of various characters com- 
ing third. Round full toed lasts led 
2 the heel heights from 8/8 to 
20/8. 


Haverhill Men at Chicago 


HAVERHILL, Mass.—The local delega- 
tion to the sixteenth annual convention 
of the N. S. R. A. in Chicago was 
headed by Everett Bradley of the Brad- 
ley-Goodrich Co., Inc., who was also a 
member of the New England Boosters’ 
Committee. Prominent in the loca! del- 
egation were Edward M. Rickard, 
Myer T. Ornsteen, Charles Harding, 
Sherman Haseltine, Abraham Hartman, 
R. V. Murphy, Leroy Knipe, Frank 
Hilliard, Harry Farber, L. Metzner and 
many representing the allied indus- 
tries. 
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Where Will We Get 
Our Leather? 


| CONTINUED FROM PAGE 45] 

ing exported. Our exports of domestic 
hides go to Canada, some tu Continental 
Europe, quite a few to Japan. When it 
is necessary for the United States to 
enter foreign markets under any such 
conditions, we may look always for 
sharp responses and we have found 
them. Further than this, Russia has 
appeared during the past year as a 
strong bidder for raw material, re- 
versing her position of some years ago. 
It may interest you to know that Rus- 
sia today is importing four times as 
much raw material as she was in 1925. 
How long Russia as a factor will con- 
tinue to be a disturber of world mar- 
kets no one knows. We only know the 
results. We believe they are likely to 
continue. 

Right here I want to emphasize the 
fact that I have no time or inclination 
to discuss with you anything but Amer- 
ican leather. As a tanner myself of 
nearly forty years’ active experience, I 
have no toleration for a type of interna- 
tionalism which refuses to recognize 
one’s native good qualities and is so far 
biased by the superficial appeal of any- 
thing that may be labeled “imported” 
that it sacrifices not only good business 
sense, but*common patriotism upon the 
altar of very temporary material advan- 


ge. 

Under the existing tariff laws you are 
at perfect liberty to buy your shoe 
leather where you please, when you 
please, and as you please in world mar- 
kets. But you are not at liberty to in- 
vent a reason which is not warranted 
by the facts in defending your foreign 
purchases on the score of quality. I 
have in my possession facts which war- 
rant me in making such a statement, 
and while quite properly you may say 
that it is my duty and pleasure to main- 
tain the position of the American prod- 
uct, I would further say that it is not 
only that duty and pleasure, but that 
specifically in calf leather, in kid 
leather, in sheep leather and in sole 
leather, the American tanner has no 
peer elsewhere in the world. We have 
fought for this without the help of a 
guardian tariff. With the unrestricted 
movement given us by free raw mate- 
rial we have given to you shoe manu- 
facturers the product that enables you 
to bid for your business in every port 
in the world, and yet I am surprised 
to see that the imports of footwear are 
increasing materially and that your ex- 
ports are steadily declining. My au- 
thority for this is your own division of 
the Department of Commerce, and the 
figures given are startling and worthy 
of serious consideration. 

It may come before you know it; this 
surplus capacity of yours will seek a 
market that does not exist in the United 
States, and I would plead for a serious, 
careful, analytical discussion of your 
possible foreign markets, not forgetting 
the fact that it is to the Orient that 
we tanners are looking. While we have 
substantial export business in Conti- 
nental Europe, I would suggest that 
you give to your survey very careful 
consideration for the next ten years 
(and I may say to you now that we tan- 
hers are now thinking in terms of dec- 
ades and not by years); it may come 
within the next ten years that you will 
remember that it will be worth while to 


look far afield for the orders which will 
| turn your wheels and employ your 
labor. bc 

When ix the leather business during 
these years have found it increasingly 
necessary to caref: study the essen- 
tial facts, not of f our own indus- 
try but of that of ¥ ir chief customer, 
for you take 80:m, cent of all the 
leather produced! . #Ve have found it 
increasingly necess#y to diversify our 
product, and wé a ° steadily accom- 
plishing that resulf. 

I should not ventire to trespass on 
the field of your own problems, but I 
would like to express my appreciation 
of the thoughtful care with which one 
member of your industry makes his 
statements. I refer to Fred Miller of 
the Godman Shoe Co. of Columbus. Par- 
ticularly I would applaud his careful re- 
phrasing of a sentiment which is out- 
worn and should be resolutely dis- 
carded. “The survival of the fittest,” 
he says, “makes me think of prehistoric 
monsters battling to the bitter end to 
the extermination of one or the other.” 
I suppose I meet that phrase and have 
met it every day almost for the last 
five years, and you know why. “The 
phrase implies conflict and destruction 
and is therefore distasteful.” He pleads 
for rational thinking, quick adaptation 
to new conditions, bravery to sur- 
mount difficulties and, beyond all, rea- 
sonable cooperation and mutual help- 
fulness. And he concludes that the 
proper phrase should be, “the continued 
and increased success of the fittest.” 
He is right. 

I would like to see very much closer 
cooperation in the exchange of views 
and experience between well organized 
associations such as yours and ours. 

The distinguished speaker who has 
preceded me has given yon an instance 
of what modern business can do when 
it is guided by rational, broadminded 
consideration. We ask for this from 
a We expect and will take nothing 
else. 

Today we are cursed with too many 
theorists who ignore the facts. We also 
have too many people who accumulate 
facts and do not know what to do with 
them. My plea is always for the man 
who refuses to theorize without facts 
but who, fortified with the truth, fronts 
the future with vision and courage. To- 
day is his day. —— 


Getting a 700% Increase 
[CONTINUED FROM PAGE 52] 


no mark-downs of any kind occur. 
Twice a year a store-wide Remnant 
Day Sale is held. As the boys’ shoe 
department yields no odds and ends or 
odd lots, several hundred pairs have to 
be purchased for that event. 

Plenty of shoes and all widths seems 
to be the merchandising policy. Mr. 
Stewart never buys a shoe unless he 
buys it right. Right, to his way of 
thinking, is a run of sixty-six sizes, or 
three pairs on each size in three widths. 
Size 1B sells just as well with him as 
does size 6D. Traveling men often say. 
“Let us make you a sample case of 
twenty-four pairs and try out this 
shoe.” 

The answer is always: “Sixty-six 
pairs or none. If a shoe is worth buy- 
ing at all it is worth buying right.” 
This holds down the number of styles 
and is one of the contributory factors 





to the no mark-down record. 


WHERE TO BUY 


Women’s Novelties 


6 re ee 





$3 te $6 Sellers In Stock—See the latest 
’s in patent, trimmed 
gold lustre kid! 
Plenty of fashion in 
Honey Beige! Re- 
turnable samples 
Sent at our expense 
Samuel Cohen 
mn shoe Co. 
72 Lincoln St., 
Boston, Mass. 














WHERE TO BUY 
Ballet Slippers 





Im Stock Black Bal- 
let Slippers 
Ladies’ $1.26 pr. 
Misses’ $1.20 pr. 
Childe’ $1.15 pr. 
BLOG SHOE CO., INO, 
147 Duane &t., 
New York, N. Y. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 


Child’s 6 te 11—$1.35 
Misses 11% te 2— 1.40 
Women’s 2% te 6—1.45 


gescialiets Ta, Bai 
Pecialists in allet Manufact 
241 No. 11th St., Philadelphia, Pa. 








HAND TURNED, BLACK KID 


BALLET SLIPPERS 
In STOCK 
Women’s, $1.35; 
ares’a. 41 48 
Rend erhent presale 
Bomples, ~~ aiended to 
ROTH & ROSENBERG SHOE CO. 
124 N. Srdé St., Philadelphia 











Brooks’ Toe Slippers 


«~ 


In Stock 


Women Misses Children 
618 Black Kid.... $2.75 $2.70 
608 Pink Satin... 8.85 8. 


Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 
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WHERE TO BUY 


Slipper Supplies 


i el i ih li oh eid 








POMPOMS AE® | w+ - y-~ 
The right a & nthe ag price. 


Samples 
HY-GRADE SLIPPER “SUPPLY co. 
693 Broadway New York City 

















Reed Won Blue Ribbon 


Through an oversight in the 
transmission of the reports of the 
N.S. R. A. convention in Chicago, 
the name of E. P ed & Co., 
Rochester, N. Y., was omitted 
from the list of manufacturers 
who were awarded blue ribbons 
on their style showing on the run- 
way. We make our apologies to 
E. P. Reed & Co., whose style 
showing was among the best on 
the runway. 














WHERE TO BUY 
Men’s Spats 








MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


yg & COMPANY 
122 Duane St. New York City 














WHERE TO BUY 
Children’s Shoes 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y, 
Boston Office: Statler Bidg., Room 532 




















WHERE TO BUY' 


Heel Protectors 





=<. A PROFIT MAKER 
to retail at 











WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIX TURES 











I. Miller Store Opened 
in Palm Beach Hotel 


West PALM BEACH, FLA. (UTPS)— 
Opening of an I. Miller branch in Palm 
Beach for the winter season occurred 
on Jan. 2. The new store is located in 
the Biltmore Hotel Building, County 
Road and Sunset Avenue, and is under 
the management of M. Danker, who has 
been with the company for several 
years in New York. 

According to Mr. Danker, it is the 
intention to feature models six months 
in advance of the New York styles. 
Women’s novelty styles, opera pumps, 
and hosiery are shown. 


Murphy With May Co. 


BALTIMORE, Mp. (UTPS)—J. C. 
Murphy, buyer of women’s footwear for 
the Brandeis Company, Omaha, Neb., 
has been appointed buyer for the 
women’s and children’s shoe depart- 
ments of the May Company here. Mr. 
Murphy succeeds Abraham Sachs, re- 
signed. Mr. Murphy will assume his 
new duties after the first of the new 
year. He will buy for the shoe de- 
partments, located on the fourth floor, 
only. The May company operates a 
large women’s and children’s shoe de- 
partment on this floor, carrying 
Physical Culture, Surety Six and 
other shoes that are reguiar features 
at the May Department Company’s 
stores. In children’s shoes, Buster 
Brown shoes have been featured lo- 
cally. Other brands are also carried. 
Since the May Company has taken 
over the business formerly operated 
by the Bernheimer-Leader Stores, the 
upstairs shoe departments have been 
remodeled and rearranged and the 
floor richly carpeted, making it one 
of the interesting footwear sections in 
local department stores. 


To Show Spring Styles 


DALLAS, TEx. (UTPS)—Three shoe 
houses and an equal number of hosiery 
houses will have models to display 
their wares at the Spring style show 
to be held here on Feb. 7 and Feb. 14. 
The shoe houses which will have models 
to display footwear at the style show 
aré Graham Brothers Shoe Company, 
the Style Shoe Company and the Hig- 
ginbotham-Bailey-Logan company. The 
hosiery houses which will display the 
latest in hosiery on living models at the 
shoe are the Baker-Moise company, the 
Higginbotham-Bailey Logan & Co. and 
the Perkins Dry Goods Company. It 
is said each of these companies will 
have two to four models at the show. 














WHERE TO BUY 
Standard Shoe Materials 


i ie te ee 























est Virginia 


The best raw materials contribute to 








mM... 
Pulp ent 
WestVirginia Pulp &PaperCompany 
Detroit New York 
The One 
Waterproof 
Leather The 
Takes and Re- 
ino ane 
& COOK CO. 
Vannarbes at Danversport, 95 South St., Beaten. Mess. 











Holds Dollar Shoe Sale 


DENVER, CoLo. (UTPS)—The J. N. 
Lorber store, 722 Fifteenth Street, 
showed the local shoe trade something 
new in the line of an innovation. This 
was a dollar sale on shoes. There are 
those who say that it can’t be done, or 
it isn’t done, but Lorber went and did 
it. About 250 pairs ladies’ and chil- 
dren’s shoes, 66 pairs of children’s but- 
ton and lace shoes and 26 pairs of 
growing girls’ lace shoes were thrown 
on the bargain counter at a dollar a 
pair. This was not termed a clearance 
sale, which not only shows lack of im- 
agination, but is liable to reflect upon 
the quality of the offerings. Lorber 
showed that if dollar sales can be held 
in other lines in good will exploitation, 
they also work out advantageously in 
footwear. 


Brown Joins Red Seal 


ATLANTA, GA. (UTPS)—Bert Brown, 
who has been for several years the 
shoe style expert of the Graham Brown 
Shoe Company of Dallas, Tex., has 
joined the staff of the Red Seal Shoe 
Company of Atlanta, and will in the 
future devote his talents to the crea- 
tion of Southern shoe styles. 





Joins Ranks of Salesmen 


BrocKTON, Mass.—John Byrne of this 
city has resigned his position as cut- 
ting room executive with the M. A. 
Packard Co. of this city and has taken 
a position as salesman for a Brooklyn 
shoe concern. 
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HE memory of the Chicago 
3 Show lingers on. A lot of 


good things were developed at 
Chicago, but in the contact of mer- 
chant with merchant, and in the 
actual platform speeches. The movie 
that was taken of the presentation to 
Mayor Thompson of a complete shoe 
wardrobe has swept the country in 
a news release. Real pressure was 
brought to bear on the men’s shoe 
business, and great progress was 
made in the development of the 
men’s shoe campaign. 

It is fitting that a prominent 
banker, E. E. Brown of Chicago, 
should wind up the convention with 
an encouraging presentation of the 
economic situation of the country. 
He said: “This year prices of the 
goods which the farmer buys have 
on the whole remained stable and 
his dollar income has not only in- 
creased, but likewise the purchasing 
power is as great and here and there 
even greater. I do not think that 
the importance of this partial but 
very considerable recovery of the 
agricultural community can be over- 
emphasized. It is already reflected 
in the increased business of the 
agricultural implement companies, 
of the mail order houses, and will, I 
am very certain, be reflected directly 
in the retail business of all of the 
communities situated in the agricul- 
tural parts of the United States. 

“In connection with the farmer, I 
might briefly call attention to the 
improved conditions which exist in 
the cattle industry. In the vast 
though sparsely settled intermoun- 
tain and Western territory, it is pos- 
sible now for the first time since 
1919 for a man to raise cattle and 
not go broke in doing so. This 
means much to the purchasing power 
of a great area of the United States, 
an area which has been perhaps the 
most generally depressed of any 
during the last few years. 

“Agricultural prosperity alone, 
however, will not make for good re- 
tail business in the United States as 
a whole. If manufacturing industry 
is depressed it fails to find employ- 
ment for a large number of workers. 
To a lesser degree than manufac- 
turing, any marked decline in new 
building and construction would, by 
reducing employment, tend to hurt 
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New Indications of Progress 
High Points at Chicago That Will 


Influence Future Events 


the prospects of retail business 
during the coming year. 

“T think that manufacturers as a 
class in 1928 will produce and sell 
as much or more than they did in 
1927. Competition among manufac- 
turers is keener than ever, and as a 
result of this competition I think 
profits of manufacturing enterprises 
which in many instances and- in 
many lines were less in 1927 than in 
1926 are likely to show a still fur- 






Retailer, to Anthony H. Geuting and 
James P. Orr as the result of the 
annual Medal of Merit contest by 
that paper. Mr. Stone also during 
the convention emphasized emphati- 
cally the development of the men’s 
shoe campaign. 

During the convention the di- 
rectors were constantly in session, 
and the newly organized association 
of presidents, vice-presidents and 
secretaries of district and State as- 
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MEN’S SHOE FILM SWEEPS THE COUNTRY 


President Geuting, Mayor Thompson of Chicago, Otto Hassel, John O'Connor, 
Jesse Adler and George Spangler, who played a part in the film made at the 


N. S. R. A. Convention. 


ther decline in 1928. This tendency, 
I think, will lead manufacturers to 
attempt to reduce their costs either 
through the greater use of machin- 
ery o rthrough reduced wages, or 
both, and ultimately this will react 
adversely upon the _ purchasing 
power of communities located in pre- 
dominantly manufacturing regions 
and, of course, upon retail trade in 
such regions. In 1928, however, 
owing to the increased purchasing 
power of the agricultural com- 
munity as a result of the crops in 
1927, I do not look for any decreased 
payrolls on the part of the manufac- 
turers. I think the chances, if any- 
thing, favor an increase. If any de- 
crease in the total payrolls occurs, I 
think it will come in years subse- 
quent to 1928.” 

A formal presentation of gold 
medals was made by James H. Stone, 
editor and publisher of the Shoe 


This news feature was shown all over the country. 
sociations started to function as a 
contact between the National and 


the local associations. 


XTRA sessions were held of the 

orthopedic group under the lead- 
ership of Dr. Joseph Lelyveld. He 
said: “Foot health is just coming 
into existence; we are just beginning 
to realize that we have got feet that 
are heir to foot ills,” and suggested 
that one of the greatest things the 
National Shoe Retailers’ Association 
could do would be to put on a course 
of correct shoe fitting. 

“Now, the profession of chiropody 
or podiatry, whichever appeals to 
you, is not a branch of medicine. It 
is a distinctly specialized profession, 
but the student in the schools of 
chiropody and podiatry are taught 
the fundamentals of medicine and 
surgery and the special subjects per- 
taining to the scientific care of feet.” 
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Copy must be received at the Boot and Shoe Recorder, 207 South 


insertion will be put over to the following week’s issue. 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 

LINES WANTED vertisers desire replies forwarded direct to their address 

pe: —— Minimum Charge 75c. each word of their address must be counted in the ad- 
ae 1. Minimum Ct $1.25 vertisement and paid for accordingly. 

ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








WANTED—RESIDENT SALESMEN 


With established trade in the following states: NEW ENGLAND (except eastern Mass.), 
New York State (upper), Pennsylvania (2)—Ohio—Indiana—Iowa—to take out a SHORT 
LINE of Men’s Work and Dress shoes—low priced—In stock—an excellent side line—5% 
commission. Only those who are really interested need apply. References must accompany 
applications. . Fashion Shoe Co., 190 Lincoln St., Boston, Mass. 











Salesman Wanted We are increasing our sales force and 
A Manufacturer of high and medi- have several opportunities to offer 
= ry children’s stitchdown men acquainted with dealers who sell 
shoes is interested in a man capa- * 7 
ble of selling entire output of 1200 work shoes. Can be carried asa side 
pair per day. Applicant must have line in some territories. Write full 
well established trade with the details in first letter. 


jobber, chain and department 
stores, have a successful record of 
merchandising shoes and volume. 
Give present and previous connec- 
So. at ere done, ter- Goodwill Shoes 
ritories covered, experience, age 

and all details; will be treated 
strictly confidential. 

Address D-276, care Boot and 
Shoe Recorder, 207 South St,, 


Boston, Mass. 


“For Hard Service and LongWear" 





Real live wire shoe salesmen with 
established trade in the following 
states: Alabama, Arkansas, Ari- 
zona, Indiana, Louisiana, Michigan, 
Mississippi, Ohio, North Dakota, 
South Dakota, Texas. Complete 
line of women’s medium price, real 
hot novelties, all instock. Refer- 
ences must accompany applications. 
Liberal commission with wonderful 
opportunity for right men. Ad- 
dress D-178, Boot and Shoe Re. 
corder Pub. Co., 207 South Street, 
Boston, Mass. 











The Boardman Shoe Company 
has openings in Middle West and the 
South for experienced salesmen, with 
established trade, to sell women's novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564, 
Atlantic Ave., Boston, Mass. 




















Chicago Salesman Wanted SALESMEN WANTED 


An Eastern manufacturer of high and medium Resident salesmen with established trade 
grade, well priced, children’s stitchdown shoes in Illinois and Wisconsin for fast selling, 
desires the services of a salesman with a popular priced women's in-stock novelty 
well established following, a man capable of line. Straight commission basis. Won- 
selling volume to the jobbing, chain store derful line for men with good following. 
and reo store trade. = experienced Address D-286, care Boot and 
te Shoe Recorder, 207 South St., 
- wocianse Boston, Mass. 





D-275, 
South Street, Boston, Mass. 














P EXPERIENCED shoe salesmen wanted to the 
RARE OPPORTUNITY—We are changing retail trade for New York City and Lon 
representatives in the following states in Island territory. Address D-267, care Boot ram 
which we have established trade: Texas, Iowa, Shoe Recorder, 239 W. 39th St., New York, 
Nebraska, Kansas, Missouri, Ohio, New York, N. Y. 
Indiana and Kentucky. Want men to carry 
our line of In-Stock leather house slippers as WANTED. SAL —— sell on commis- 
side line. Must live on territory and cover sion basis, fast —— line of women’s 
or 





same close by auto. Give full particulars in novelty slippers to retail $2.85 to $3.85. 
first letter. No drawing account. Weekly Following territories open, Illinois, Missouri, 
settlements against orders received. Twenty Arkansas and Texas, also a few others. Give 
men now successfully selling line. Easiest references when applying. Address D-280, 
selling commodity in shoe game today. Maid- care Boot and Shoe Recorder, 207 South St., 
Rite Corp. (Manufacturers) 35 York ‘treet, Boston, Mass. 





Brooklyn, New York. 





SAL -ESMEN WANTED: For New York and 


SIDE Line for shoe salesmen, beautiful sam- Brooklyn. First rate man with established 


ples, selling at sight. Liberal commission. trade who seeks permanent connection. No 
Re-orders protected. State references. Advise other considered. Commission and drawing. 
territory. Select qinegst Corp., 1328 Broadway, Boys’ popular priced McKays and Welts. Full 
New York City, N. Y. line Men’s Dress shoes Welts. Full line Men’s 


work shoes McKays and Welts. Address _D- 273, 
WE have a few desirable territories in the aft eg ee I Recorder, 239 W. 39th 
.Y South and Southwest still open. Fast seil- = ¥ . 
ing line of women’s ‘“‘red-hot’” novelty shoes 








“in stock’’ to retail at $4, $5 and $6. A WANTED: Shoe salesmen, to carry a high 
wonderful opportunity for Real Producers with grade line of polishes as a side line at a 
established trade. Liberal commissions. Wm. 15% commission basis. Give details and terri- 


Marks Shoe Co., 1406 Washington Ave., tory wanted in first letter. Box 178, Grand 
St. Louis, Mo. Rapids, Michigan. 





ALESMEN WANTED—lIn all territories t 

sell complete line of Men’s Fine Dress 
shoes and Women’s Welt Arch supports to 
retail at $5.00. In stock proposition. Address 
D-270, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMEN with established trade in New 

York State, South and Middle West, to 
carry in stock line boys’ Goodyear Welt and 
McKay shoes. Well known line. 6% straight 
commission. May be carried as side line. 
Address D-269, care Boot and Shoe Recorder, 
207 South St. Boston, Mass. 


ALESMEN WANTED: One for Western 

territory around Ohio and Illinois. One 
for Eastern territory around Pennsylvania 
Only men with established trade considered 
Boys’ popular priced McKays and Welts. Full 
line Men’s Dress shoes Welts. Strong line of 
work shoes, McKays and Welts. Send all 
details first letter. Dr. Lampert Shoe ( 
97-101 Reade St., New York City, N. \ 


ALESMEN for Women’s Novelty Mckays 

as side line on commission basis. Aciress 
1-274, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











ANTED: Experienced salesmen to rry 

side line of soft soles, turns and _ stitcl 
downs in sizes 1/5 and 51%4/8. Give references 
Liberal commission. J. J. MacMaster, 
Rochester, N. Y. 





* 
Information for Shoe Merchants 
The advertising pages of the Boot and S!we 

Recorder constitute an almost inexhaustible source 
of information as to where and what to | 
They are worthy of your closest attention. 
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FOR SALE 





FOR SALE 


WANTED TO PURCHASE 














GOOD VOLUME OF BUSINESS. 
CAN BE TAKEN OV 





FOR SALE 


BY MANUFACTURER RETIRING FROM_ BUSINESS, 
DEPARTMENTS .HANDLING MEDIUM GRADE MEN’S SHOES DOING A 


LOCATIONS ARE OF Ms VERY BEST AND FAVORABLE LEASES WHICH 
Address D-264, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


3 LEASED SHOE 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
surplus or slow sellers. Quantities no ob; 
Retail or wholesale. Short term leases 
of your lunds. Wire or phone us. Corre 
spondence confidential. Established 1890. 
MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, _— furnishing 
goods, etc. Dry Dock 0852 








OR SALE: Established family shoe store in 
F Central Ohio, manufacturing and _ agricul- 
tural town of thirty thousand. Attractive lease. 
Owner retiring from _ retail field. Address 
D-284, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


HOE STORE for sale, 100% location in 
city of 200,000 population. A nice living 
for the right man. Address D-271, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Ma ss. 








“OR SALE:—A very prosperous retail shoe 

store for sale in Arizona. Good location— 
long lease—splendid appearance. Will not sell 
at a discount, actual inventory cost, cash only. 
Address D-281, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





FOR SALE: Shoe Store, Modern Front, Good 
Lease, Low Rent. Can be bought cheap 


with or without stock. Owner has other in- 
terests. GLOBE SHOE STORE, Charleston, 
W. Va. 








LINE WANTED 








An English firm of Factors to the Shoe and 
Allied Trades in London, England, having a 
wd connection in the British Isles, are de- 
sirous of obtaining the agencies of American 
manufacturers of rubber boots and _ shoes. 
Leather and fancy shoes and any suitable side 
lines. Banking and trade references can 
given. Apply to Factor, care of Mitchell's 
Miteheli House, 1-2, Snow Hill, London, 
E. C. ft, England. 














POSITION WANTED 








FREE 


Young executive, experienced in styling, mer- 
chandising and production of high grade 
shoes, is free to become affiliated with 2 
well-established manufacturer who desires 
strengthen his organization. Address D- 278, 
care of Boot and oe Recorder, 207 South 
Street, Boston, Mass 

















FOR LEASE 








Attention, Shoe Dealers 


A real opportunity to establish yourself in a 
good location in one of New York's largest 
cities. Will lease space for a shoe depart- 
ment on our retail clothing floor store, size 
70-ft. frontage by 100-ft. depth. Exclusively 
a men’s store. Address D-272, care of Boot 
po Shoe Recorder, 207 South Street, Boston, 
ass. 











Sell Us Your Left Over 


New York Export Purcnasine Coap. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


for eptire ehoe «tocks or surplus storks ef 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1448 

















MERCHANT NEEDS 








OR lease on guaranteed rental and per- 

centage basis—basement shoe department in 
a live wire department store in a Western 
Michigan town of 50,000. Address D-268, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





AN, 34 years of age, wants to cover Ohio 

or Pennsylvania with good line of Wom- 
en’s novelties retailing at $6.00 to $8.50. 
Twelve years successful retail buying and sell- 
ing. Must be line of good competitive value. 
Either in stock of makeup. Address D-277, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


INES WANTED—Experienced shoe sales- 

man of proven ability wants to represent a 
strong established line of popular priced men’s 
dress shoes in Indiana and Illinois. Would 
prefer to make headquarters in Chicago or 
close by. Manufacturer desiring to connect 
with a real go-getter who can show results. 
Reply D-282, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. Would also like 
to hear from manufacturer making strong line 
of popular price work shoes. References as to 
ability and character gladly furnished. 


HOE LINE WANTED—For Southern New 
England territory by a former Rice & 
Hutchins salesman. In stock proposition pre- 











ferred. Twenty years’ selling experience with 
R. & H. Address William H. Kelley, Mohican 
Hotel, Providence, 








POSITION WANTED 








Manufacturer’s Opportunity 


Opportunity for manufacturer of long 
Standing to add to his organization a 
young man with executive experience in 
the making and selling of high grade 
shoes. Address D-283, care of 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











you NG man, age thirty, with eight years 

experience as manager and buyer of Retail 
shoe store, desires to make change. Would 
like to connect with Retail shoe store or 
Department. Can make change February first. 
A-1 references, Address D-285, care Boot and 
Shoe Kecorder, 207 South St., Boston, Mass. 





HE PIZITZ STORE is open for proposi- 

tions from reliable houses for the lease of a 
Men’s Shoe Department. A department spe- 
cializing in shoes for men from $5.00 to $10.00. 
The two main lines to be approximately $5.00 
and $7.00. This is a wonderful opportunity 
for a live concern to do an immense volume of 
men’s shoe business. The PIZITZ STORE is 
by far the largest department store in Bir- 
mingham and one of the largest in the Sonth, 
operating the largest Men’s Clothing Depart- 
ment of any Southera Store. Write tor further 
particulars address J. Smolian, General Man- 
ager, Pizitz Store, Birmingham, Ala. 








MISCELLANEOUS 


URN your surplus stock into cash in ten 

days. Over two hundred personally con- 
ducted sales. Write giving sizes and kind. 
References, Wholesalers and Retailers. R. A 
Wilson, Sr., Greenwich, New York, We 











MERCHANT NEEDS 





QSTABLISHED 90 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER COw 
en 


c Lxtiy) 
2e3-271 LEXINGTON AVE , BRODKLYN. ay 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MPCS 








The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 





HARRISBURG, Pa 


HARRISBURG, PA. 














WOVEN 


SHOE 
FN =) 


The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


23° 3S9W 347T ST. N.Y.C 
Phone WISCONSIN BI130 
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MERCHANT NEEDS 





MERCHANT NEEDS 


























THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 









( Hiywood-Viakefield | 









Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 
San Francisco, Calif, 


» Oregon; 





Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

@et our griee before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 Neo. 10th Street 
ST. LOUIS, MO. 














'—Vindow 
IDISPLAY FIXTURES 


| umadle.by 
| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 























TIN WOOD ONLY, BUT IN MANY PERIODS - 
Your Winvow Trims 








We catalog complete sets for Shoes, Women's 
Furnishi) in 


Wear, Clothing, price 
from $25.60 to $85.00 per set, with which 
effective results ean as illustrated 
above for season's 


Of interest to the Display Man 
Ask For SpeciaL Boox B-1l1 











a: SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 


One of the Two Best Lines Made 


OF 


CINCINNATI, 


Solves the problem of where to 
put your shoes. Ideal for Homes, 
Apartments, Hotels and Institu- 


$1. 


Retailer 





R. E. MILLER 
21 Pearl Se., New York 










5 OCEAN 


: RNR. 
The La 


Breakers 


ATLANTIC CITY N.J. 
Styles may come and styles may go—will your 
good health go on forever? Guard it by a res 
in Atlantic City at The Breakers. 
Joel Hillman Julian A. Hillm: 


ident Vice-President 





ATLANTIC CiTyv 
For An Unusual Winter Outing 
As interesting as the Boardwalk wherean 
- . - @8 modern as the times... its 
the largest and best located om the 
- «+ its appointments and service 
a delight te the discerning. 
Cuisine par excellence. 
Hostess Golf Dancing 

















MERCHANT NEEDS 





EVERY 
KNOWN TYPE 


DISPLAY FIXTURE 





CATALOG. B-5I 

















TELL US 
YOUR WANTS 


Free Editorial Service to 
Recorder readers on styles, 
selling and desired merchan- 
dise. 
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A SNAPPY OXFORD—A PRETTY STRAP 


Two of our’ best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
March 15 to April 1. 


TRUITT BROTHERS, Inc., Binghamton, 





New York 











New Problems in Retailing 


business a man who has the courage 
to think and has the ability to work. 


HE department store naturally 

has a number of very definite ad- 
vantages. It has the advantage of 
color, colorful atmosphere. It has the 
advantages of a group of departments 
that are steadily creating good will 
for the store. It has the advantages 
of strong advertising. It has the ad- 
vantages usually of a location where 
there is a substantial amount of 
traffic attracted by it and its neigh- 
boring departments. It has also the 
advantage usually of being part of 
a large unit that enables the manage- 
ment to employ men of vision and 
ability to direct its policy. 

On the other hand, it has disad- 
vantages which are largely due to 
untrained material, to the selection 
of men and women to head those de- 
partments without previous back- 
ground of knowledge, and without 
the ability and the vision to accom- 
plish a real selling result. 

The specialty store, or the old- 
time shoe store, has certainly a defi- 
nite advantage because it usually is 
presided over by men who had the 
courage and the force to be their 
own masters and not work for a 
wage. 

I think perhaps if there is a weak- 
ness, it is that they are usually small 
units and that the men are so close 
to the detail of the everyday trans- 
action that they can’t get far enough 
away to get a true perspective of 
their objective. I think that. they 
are rather inclined to believe, many 
of them, that the knowledge that can 
be dug up out of the history of your 
past and present transactions is a 





[CONTINUED FROM PAGE 44] 


worthwhile picture by which you can 
help to chart your future course. 

The chain stores, of course, lack 
personality, and they merely are a 
drive for a particular type of busi- 
ness to a reasonably small group of 
people, and their handicap, if any, is 
the lack of pride of ownership of the 
person who buys a shoe at a store at 
a given price. 

The ones that will prevail are the 
ones best handled, the ones that the 
men put in the best type of con- 
structive thought in the operation of 
their properties. 

Here are some figures on this 
point that have to do with the way 
shoes are distributed through the re- 
tail channels in some eight or ten 
cities in which a retail census has 
been taken by the Department of the 
Census of the United States Govern- 
ment in cooperation with the U. S. 
Chamber of Commerce and the local 
chambers. 

These censuses have been taken in 
Atlanta, Baltimore, Chicago, Den- 
ver, Fargo, Kansas City, Providence, 
San Francisco, Seattle, Springfield, 
Ill., and Syracuse, N. Y. 


T shows that the total sales at re- 

tail, boots and shoes, men’s and 
women’s and children’s, in those 
cities were $127,064,500. Of that 
$127,000,000, $82,618,000 was sold in 
boot and shoe stores. Twenty-seven 
million, four hundred and twenty- 
seven thousand dollars was sold in 
department stores, and $17,021,000 
was sold in other than department 
stores, which I assume to mean spe- 
cialty stores, men’s and women’s or 
men’s clothing shops where they sell 
shoes. 


So it looks as if the old-time shoe 
dealer and chain dealer had a large 
edge over department stores but the 
department stores seem to make a 
lot of noise about what they do. 


OR example, Chicago, the boot 

and shoe stores sold $41,000,000 
and department stores $15,000,000 
and others sold $6,000,000. In Balti- 
more, on a total business of $8,500,- 
000, $5,444,000 was sold to the shoe 
stores and $2,873,000, and $254,000 
in others. It looks as if we had the 
“others” on a run down there. 

I believe that if a store, a specialty 
or a department store, really trains 
its buying executives to make their 
own budget based on past experience 
that much of these troubles will be 
entirely eliminated and, if I am not 
boring you, I will show you how we 
attempted to do it in our store. 

For a number of years I have been 
preaching the principle that there 
must be a very definite relation be- 
tween the volume of purchases at re- 
tail and the volume and sales at re- 
tail if you want to produce a profit 
that your business should really ob- 
tain. When and as your purchasing 
at retail was considerably in excess 
of your sales possibility, there was 
just one thing you could with it and 
that was to reduce it. For example, 
if a shoe department can do $100,000 
worth of business in six months’ pe- 
riod and consistently buys $110,000, 
they are penalizing their consumer 
with too high a markup and taking 
some of the money away from their 
stockholders in too low a maintained 
operation to mark that $10,000 of 
excess purchasing down. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only 


BOOT AND SHOE RECORDER 


“more” but “right’’; sold 


for the right purpose, to the right wearer, in the right fitting, for the 


right price, at the right profit. 
shoe merchants. 


This is the great problem of the retail 
The chief purpose of THe Boot anp SHOE RECORDER 


is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


WHERE WILL WE GET OuR LEATHER? 
RINE, fh b.c Si adieceecness coos 
The Tanner Speaks. 


MANUFACTURERS STEP INTO NEW 
ERA WITH THE COOK PLAN...... 


DISTRIBUTION THE BIG PROBLEM AT 
MANUFACTURERS CONVENTION 


THE VOICE OF THE RECORDER....... 
NEW PROBLEMS IN RETAILING...... 
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HE practical 


purpose of the 

January 28 issue is two-fold: 
first, showing the merchant how to 
reduce selling costs to a per pair 
basis in a logically constructive way. 
If it costs him $2.50 in expense to 
sell a $6 shoe, and the same expense 
for a $10 shoe, how he can profit by 
studying all of his grades by our 
method of figuring. 


HE other pressing problem is 
compensating the floor salesman. 
One man gets $6 per day selling six 
pairs of shoes at $8-per pair. His 
We want 
to show him how to sell eight pairs 


selling cost is $1 per pair. 


per day, decreasing the selling cost 
to seventy-five cents, and by this 






process producing profit for the 






store. 
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MOopERN machine methods perfected the 2 
idea of “rights” end “lefts,” giving us shoes 


’ that are faultless in fit. The style and comfort 


of the modern shoe is due in a large meas- - 


ureto the box toe. Manufacturers who want 


the best, eciimamminins gd Box a 


BOX TOE 





_ Right and Lefts .. 
, EAU BRUMMEL, a popular English 
society leader during the early part 
of the roth century, had boots made for 
his night foot by one cobbler, and those 
5 for his- left foot by another. He was one 


of the first to wear “rights” and “lefts.” 

_. Previously, all shoes were “ straights” — 

. made to fit either foot. There were only 
heme oped and “slims.” 











